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PROHIBITION AND THE 
INSURANCE DILEMMA 


What Attitude Should Fire Insurance 
Companies Take on Requests 
For Renewals? 








CONCERTED ACTION DESIRABLE 





Four Pertinent Questions Which Are 
Being Asked By Underwriters 
and By Adjusters 





By GEORGE A. CLARKE 
Asst. Secretary, Home Insurance Co. 


As an instance of the confusion cre- 
ated by the recent prohibition legisla- 
tion which neither prohibits nor per- 
mits, we may cite the dilemma con- 
fronting many of the important insur- 
ance companies at the present moment. 

Some of these companies have issued 
policies covering the stocks of both 
wholesale and retail liquor dealers, 
many of these policies to hold for the 
remainder of the year. Other policies, 
however, are expiring, and requests for 
renewals are being sent in by agents. 
What attitude should the insurance 
companies adopt toward these requests 
for renewals? 

The public, so far as it is taken into 
the confidence of the government at all, 
is led to believe, first, that the Presi- 
dent cannot nullify the nrohibition leg- 
islation until at least the demobiliza- 
tion of the army is completed. Sec- 
ondly, the dear public is further led to 
understand that even then, our Presi- 
dent will not act in the matter until 
the treaty is ratified. Thirdly, we now 
learn that an attempt may be made to 
introduce legislation putting prohibition 
in force during the interim between the 
demobilization of the army, the pos- 
sible ratification of the treaty, and the 
period in January when the prohibition 
act would normally become effective, 

No Definite Standard Value 

This latter statement being assumed 
to be true, what is the valuation of a 
commodity in case of loss, upon which 
no normal valuation can be set in view 
of the government’s attitude and the 
law of the land? Actually, whiskey and 
alcoholics coming under the provisions 
of the prohibition act have no definite 
standard value, if any value at all, 
other than as chemical compounds or, 
to a very limited extent, as possible ex- 
ports or as “medicine.” Many ques- 
tions arise. 

lst. Have the insurance com- 
pinies any right to insure goods, the 
very possession of which, as ar- 
ticles of trade, is forbidden by the 
government? 

2d. Is it fair to former policy- 
holders to issue renewals on goods 

(Continued on page 16) 
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Sixty-six Year Record for Fair Dealing and 
Prompt Adjustment and Payment of Losses 
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1867 The 1919 
EQUITABLE LIFE of IOWA 


Announces 
New Policy Forms 


Incorporating: 
INCREASED TOTAL DISABILITY BENEFITS 
DOUBLE INDEMNITY BENEFITS 
and 
OTHER INCREASED BENEFITS AND 


PRIVILEGES 
Low Net Cost and Best Service to Policyholders 
For Agency Connections Address 


HOME OFFICE DES MOINES 


NORTHWEST CONGRESS 
MEETS IN DULUTH 


Many Valuable Papers Read on Busi- 
ness-Getting Topics, By Promi- 
nent Insurance Men 








ADOPT A NEW CONSTITUTION 





President Voshell Suggests Pro-Rata 
Fee Among Agents to Advertise 
Their Business 





The fourth annual convention of the 
Northwest Life Congress, representing 
life agents of Minnesota, the two Dako- 
tas, Nebraska, lowa and Wisconsin, was 
held in Duluth on August 7-8. The at- 
tendance, 400, was the largest on record. 
No formal resolutions were adopted by 
The invitation of Sioux 
1920 Congress was ac- 


the Congress. 
Falls for the 
cepted. 

Chester A. Shafer, of Duluth, 
dent of the Congress, called it to order, 
and introduced Mayor C. R. Magney, 
who welcomed the convention. Arthur 
F. Colwell, of Fargo, responded. 

New Constitution 

On motion of A. C. Larson, of Madi- 
son, Wis., a new constitution was 
adopted. Section 2 provides: 

“It shall be the purpose of this con- 
gress to advance the cause of sound 
life insurance in its ethical, legislative 
and administrative 

In the preamble it is stated that the 
to form “a 
justice 
general 


presi- 


aspects.” 


object of the congress is 
more union; 
and efficiency, and 
welfare of the life insurance business. 

Eligibility is provided for any worker 
clearly identified with the agency field. 

Ralph 8S. Crowl, of Madison, Wis., who 
more than $1,000,000 in his first 
two years in life insurance, delivered 
the first set address, “The Automatic 
Canvass,” saying in part: 

“Lay the insurance application at 
once before the eyes of the prospect 
and explain in detail how it is filled out, 
thus establishing the desired train of 
thought. Make him see himself filling 
out the application all the way through. 
I] do not call it an application for in- 
surance, but a medical examination 
Going clean through the blank I finally 
say: ‘Write your three full names.’ 

“I avoid the word ‘sign.’ Then I say: 

“‘Mr. Jones, when this application 
for $5,000 is returned think of what you 
will have,’ and then I go on explaining 


perfect establish 


promote 


wrote 






































a= 


re 


RR 





es By 





2 


THE EASTERN UNDERWRITER 


August 15, 1919 





the rest of my talk. I explain even 

about the doctor, and even filling out 

the receipt. This is my automatic 

opening in accordance with the psycho- 

logical law of the individual following 
:ction what his mind is made to pic- 
2 himself doing. 


Do Not Argue 


Do not argue or his mind naturally 

ds up opposition. Talk to him along 

s of his feelings and emotions. Men 

yond more readily to their emotions 

n to their heads. Make him proud 

iave a big policy. Play up the fear 

‘Jeath. Talk of giving the insurance 

. needy wife. Don’t talk dividends 

calculations. 

Appeal to the power of imitation. 
Man is a gregarious animal. We hear 
and imitate. Show a list of policies you 
have written on prominent men. The 
prospect begins to think he is in the 
same class. You can’t have a thought 
without a certain amount of correspond- 
ing physical action. When you smile 
you feel good. Tell your story with en- 
thusiasm and your man will become en- 
thusiastic. Subtle suggestion over- 
comes the power of opposing delibera- 
tion.” 


Stewart Anderson’s Talk 


Stewart Anderson, editor of “Points,” 
issued to agents of the Mutual Life, 
had as his topic: “Man: the Instru- 
ment.” He said in part: 

“A sound body is necessary for the 
day’s endurance, and on this depends a 
strong mind. The salesman to be effi- 
ciently such should be assiduous in care 
of the physical machine to stand the 
strain; right food, sleep, habits, exer- 
cise and recreation should receive the 
proper share of attention. 

“As to mind, a salesman may pack 
away facts, but if they are not properly 
compiled and used they may do little 
good. He should be able to ever call 
on his memory for facts that count the 
most. It is of great importance to de- 
velop concentration; to transform the 
raw material in the brain to useful 
facts and figures, knowledge with real 
sale-closing power. There is sales-pro- 
ducing power in clarity of presentation. 
It is worth a few months’ time for those 
of the greatest profession to study 
psychology, mathematics, and applica- 
tion of scientific ideas. A master will is 
within the salesman’s attainment and 
worthy of its price. 

“Perhaps you procrastinate, and some 
other agent reaches the prospect first. 
Smash the first impulse to procrasti- 
nate, and the next and the next. Soon 
promptness will result and the fibre of 
your wili will be strengthened. Do this 
with other bad habits, and efficiency 
will result; a master will be built up, 
£0 to speak, of many little wills. The 
building of a will is largely the break- 
ing and changing of habits. Each en- 
deavor is the easier. The will works 
on habits, and habits make the man. 
If desire is ardent, through the will it 


impends. Control of will is most im- 
portant in salesmanship.” 
George B. Peak’s Advice 

George B. Peak, president of the Cen- 
tral Life, of Des Moines, discuss2d 
“Getting Business, Company Service to 
the Individual Agent.” He said in part: 

“Life insurance comes to make 
dreams of future family welfare come 
true. In recognition of the service of 
life insurance I would impress upon you 
the importance of getting business. In- 
crease your power by a broader vision, 
a realization that you are engaged in a 
noble business far reaching in results. 
Without insurance, in many cases ruin 
follows. Middlewest farmers largely 
owe their success to long-time loans 
granted by the life insurance companies. 
Life insurance enters into development 
of the nation and makes better condi- 
tions for human life. 

“Life insurance is the great melting 
pot and equalizer of prosperity. Your 
work well done will hang pictures in the 
hall of memory for you, and bring you 
happiness in years to come. But in 
your work remember you are also re- 
sponsible for the unwritten policies. 

“A company is no greater than the 
men who compose it. The building of 
men is an important part of building a 
company. Mutual helpfulness is neces- 
sary between agents, office employes 
and officers. Therefore, show thyself 
a workman that needeth not to be 
ashamed. The world honors insurance 
men and the agent should honor himself, 
faithful in work, loyal to company and 
policyholder. The morale of the ag- 
ency force is indispensable.” 

Selecting Prospects 

George Wilson, of Duluth, general ag- 
ent of the State Mutual Life, talked of 
“Selection of Prospects.” His advice is 
to look more after prospects close to 
home. He ‘said that most of his per- 
sonal business is written within six 
blocks of his office. Keep hustling, for 
life insurance is not a business for a 
dead one. 

“Life insurance is sold on enthusi- 
asm,” was one of the points he made. 
“Without it no agent can go far.” 

Methods of Approach 

In a talk on “Good and Bad Methods 
of Approach,” Frank M. Flory, of Min- 
neapolis, told the agents to be gentle- 
men all the time; not to talk “too big”; 
and to understand that a congenial face 
is always welcome. 

“You pity the timid fellow,” he said. 
“So don’t approach as if you were fear- 
ful.” 

More Advertising Necessary 

A. C. Larson, of Madison, made a 
plea for advertising. Proper advertis- 
ing is almost synonymous with success 
of any modern legitimate business. In 
days gone by most selling was done by 
word of mouth. Advertising is a short- 
er means to reach the public; and the 
test of good advertising is the volume of 
business it produces. 

Alexander T. Maclean, assistant actu- 
ary of the Massachusetts Mutual, dis- 





Tell How to Break 
in New Life Agents 


POINTS 





NORTHWEST CONGRESS 





Don’t Send Men Out Without Knowl- 
edge of Social Service of 
Life Insurance 





At the convention of the Northwest 
Congress in Duluth one afternoon was 
devoted to an “open forum” at which 
was discussed “Best Preparation and 
Equipment for Business.” 

F. M. Deming, of Des Moines, advised 
as the first step in training the new 
man to instruct him in what life insur- 
ance really is and means—that he should 
join a local association. When the ag- 
ent begins his first field work it is desir- 
able to send with him a more exper- 
ienced man. When a new man after a 
fair trial demonstrates that he can’t 
make good in the business it is a mis- 
take to lead him along for six months. 
Tell him to go into some other line of 
business. 

H. T. Miller, of Minneapolis, said that 
the most important thing to instil in the 
mind of the new agent is a grasp of the 
possibilities of the business in years to 
come, making him appreciate that it is 
the greatest business in the world. He 
rarely hires a new man not recommend- 
cussed “Selection of Risks.” George W. 
Harrison, of St. Paul, discussed “Busi- 
ness Life Insurance.” W. J. Fisher, 
Northwestern Mutual Life, St. Louis, 
talked on “Agency ,Organization.” 

President Voshell’s Address 

J. K. Voshell, president of the Nation- 
al Association of Life Underwriters, 
called attention to the “Thrift Week” 
which will be featured by the Y. M. 
C. A. in January next. He also made a 
plea for advertising, warning his hear- 
ers that when the lesson of government 
war risk insurance fades away and peo- 
ple begin to lose their present great in- 
terest in insurance that unless the ag- 
ents do something to advertise their 
business it will fall back in volume to 
where it was before the war. 

Mr. Voshell said he didn’t expect the 
insurance companies to pay for such 
advertising, as the bulk of life insur- 
ance is written on the mutual plan. 
It, therefore, would not be well to ask 
policyholders to give up part of their 
dividends to invest in advertising to 
help agents write more business, per- 
haps from these same policyholders. A 
fee of ten to twenty cents from every 
agent for each thousand dollars of busi- 
ness written would not be a burden to 
pay and would supply plenty of funds. 

Mr. Voshell said he was not interested 
in partisan politics, but agents should 
go into civil politics to get the right 
kind of men to represent the agents as 
well as the biggest business in the land. 
At least one life man should be sent to 
every legislative session with a member- 
ship on the insurance committee. 


ed by his own agents. Thus, the new 
man has one or more experienced men 
who are interested in seeing him suc- 
ceed and will give him good advice at 
the start. 

M. M. Studebaker, of St. Paul, said 
it was foolish to start a new man with- 
out giving him some definite informa- 
tion and a lot of it. Find the man who 
thinks, he said. Life insurance sales- 
manship is a thinking proposition. 

During this discussion it developed 
that Irvin Cobb, the magazine humorist, 
was at one time a life insurance agent. 
He was given a rate book, a few instruc- 
tions as to what to say and what to 
expect, and started out in a hurry. 
Soon he returned and when asked how 
he got along retorted: “Nothing doing; 
the other feilow didnt know his part.” 

W. J. Fisher said he had in his chart 
the bankers’ figures showing what per- 
centage of one hundred men made good 
in after life, and before he started a 
new man in the field he had him muse 
over this chart for a week. He started 
him out seeing but two men a day. As 
his efficiency increased so did the num- 
ber of men he was asked to interview. 

Another speaker recommended the 
use of the Earl Manning chart, which 
divides life into ten year periods, show- 
ing lines of dependency and _inde- 
pendence. 

J. K. Voshell explained the life insur- 
ance course which is to be started at 
Carnegie Institute in Pittsburgh. 

G. W. Moore, of Sioux Falls, empha- 
sized the necessity of the new agent 
drinking deep at the fount of optimism. 

The essential points brought out in 
the discussion were these: 

Necessity of preparedness and study; 
knowledge of value of a human life and 
the effect of the loss of a life to de- 
pendents and community; knowledge 
of the law of average; best method of 
avoiding the financial calamity the loss 
entails; organization of a life company 
and its standing cost of the protec- 
tion; prespects duty to dependents and 
self; insurance terms and what they 
mean; understanding of insurance con- 
tracts; closing knowledge, collections, 








etc. 
WILL BE READY SOON 
Aetna Life’s Plans for Aeroplane 
Insurance; Now Working On 


the Forms 





Hartford daily papers printed stories 
a few days ago that the Aetna Life and 
the Automobile Insurance Company 
contemplated writing aeroplane insur- 
ance, Asked for its plans the Aetna 
Life said: 

“We are not in a position at this 
time to give you any information on 
this subject for the reason that our 
policy and underwriting requirements 
are more or less in a development 
stage. We expect, however, that our 
plan of procedure for handling this 
class of business will be definitely 
agreed uvon within a short time.” 
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Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
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Went From School 
Work to Insurance 


BOSTON MANAGER 





PHOENIX’S 

Started as Part-time Man; Was 

President of New York State 
Association 


Edward S. Brown has been appointed 
manager of the Phoenix Mutual Life 
agency in Boston, succeeding Oliver M. 
Thurman, who recently resigned to be- 
come superintendent of agencies of the 
Mutual Benefit. 

Mr. Brown 1s thirty-six years old 
and a native of New Jersey where he 
completed public school preparation for 
college. In the two years’ interval be- 
tween High and College he was a law 
clerk in New York City and in various 
summer vacations had done consider- 
able banking work. In 1906 he was 
graduated with the degree of Ph. B. 
from Lafayette College. 

Upon leaving Lafayette 
eight years in the instruction of boys, 
two years of the time he was a master 
at Williston Seminary at Easthampton, 
Mass., and four years thereafter he was 
with the Lake Placid School of which 
he was assistant head master when he 
severed his connection with the insti- 
tution. During this teaching period he 
was doing considerable part time work 
with the Phoenix Mutual Life, and, 
after leaving school teaching, he re- 
ceived special instruction at the Com- 
peny’s Home Office, preparatory to 
coming to Buffalo in 1914 as supervisor 
in the joint Buffalo-Rochester Agency. 
On January 1, 1915, he took charge of 
the Buffalo Agency. In Buffalo Mr. 
Brown has been second vice-president 
of the Life Underwriters’ Association 
and then first vice-president, which 
latter position he has recently resigned. 
In addition to serving as chairman of 
the membership committee he acted in 
the five Liberty Loan Campaigns as 
secretary of the Life Underwriter Lib- 
erty Loan Committees. He also re- 
cently resigned as one of the three rep- 
resentatives of the Buffalo Life Under- 
writers’ Association to the New York 
State Association of Life Underwriters, 
of which he was president until his 
transfer to Boston. 

J. E. Williams, a graduate of the 
Connecticut department of the Phoenix 
Mutual, and who has been supervisor 
at Olean, has been made Buffalo man- 
ager; and Arthur C. Edmonds suc- 
ceeds Mr. Williams as supervisor at 
Olean. He came to the Phoenix Mutnal 
from Colorado where he was with the 
“Insurance Report” in its advertisins 
department. In 1917 he was engaged 
in work of a supervisory nature in the 
Pittsburgh agency, and more recently 
he has been connected with the New 
York City agency. 


he spent 





RECALLS 80 PER CENT CIRCULAR 


Company Says Philadelphia Manager 
Who Offered High Commission Acted 
On Own Responsibility 





The Philadelphia manager who caused 
a flurry in life insurance offices by send- 
ing a circular to brokers offering the 
payment of 80 per cent commission has 
been compelled by his company to with- 
draw the circular. 

An officer of the company said this 
week: “The manager in question is a 
newcomer to this company and it is to 
be assumed that he is not familiar with 
conditions existing in Pennsylvania, but 
he is now. The offer to brokers was 
sent by him without our knowledge or 
consent,” 

The circular in question had been 
called to the attention of the Pennsyl- 
vania Insurance Department. 


32 WOMEN ANSWERED AD 


Ten Able to Pass Psychological Test 
Given by Efficiency Expert of 
Brill & Scott 





Brill & Scott, general agents of the 
Penn Mutual Life, New York, placed one 
advertisement in the “New York 
Times” for applicants for their Train- 
ing Class. They received thirty-two 
answers from women. Of these but 
ten were able to pass the strict psycho- 
logical test given by the efficiency ex- 
pert to all who would join the organiza- 
tion. One applicant of three recom- 
mended by friends of the firm passed 
the test. With the ten women in the 
class five men were added. One of these 
is the son of a prominent general agent 
of the P. M. L.; after receiving the 
training he will return to his father’s 
agency. Of the ten women entering the 
class it is interesting to note that one 
was formerly in the motion picture pro- 
duction business, three were high school 
teachers, one was a widow who had not 
previously been employed, one was a 
private secretary, two were registered 
nurses, and one had been in the interior 
decorating business for herself. Of the 
men, one was an attorney, one was an 
automobile salesman just returned from 
the army overseas, and two were former 
district managers for another life insur- 
ance company. The class passed with 
a very ‘high average. Each student is 
required to pass an examination of 
twenty questions with an average of 
85 per cent. 





APPOINT JOHN T. BERRY 

John T. Berry has been appointed 
general agent of the Connecticut Mu- 
tual for Central Tennessee, headquart- 
ers in Nashville. For the past four 
years he has been district manager of 
the Mutual Benefit. 

$2,000,000 MONTH 

Ives & Myrick, Mutual Life, New 

York, had a $2,000,000 month in July. 


NEW PHOENIX MUTUAL FORM 





Automatic Change of Term Policies 
To Higher Plan; Amendment To 
Application 





To facilitate the conversion of term 
insurance to life or endowment plans 
the Phoenix Mutual is introducing a 
new form to be known as No. 586. This 
is an amendment to the application 
which the insured may sign at the time 
he makes out his original application 
or which he may sign upon delivery of 
the term policy. 

The amendment authorizes the Com- 
pany to deliver to the insured at the 
end of the period of years stated, a new 
policy on some life or endowment plan 
as described by the insured in this 
amendment. Naturally the term of years 
at the end of which such change will be 
permitted must agree with the provi- 
sion of the term contracts under the 
head “Exchange for New Policy.” 

By using this new form at the in- 
ception of the term policy, the agent is 
enabled without further action of the in- 
sured to hand to him a policy on the 
life or endowment plan at the end of the 
specified term of years, and to effect 
the change he need only collect the pre- 
mium on the new policy and secure the 
original Term contract for delivery to 
the Home Office. “It is suggested that 
if this form of amendment is not 
secured when the application is written, 
there will be an excellent opportunity 
when the policy is delivered, and we are 
urging our offices to include this amend- 
ment with all term policies when they 
are handed to our representatives for 
delivery.” 





R. T. Couch, manager of the mort- 
gage department of the Crown Life In- 
surance Company, of Canada, has been 
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appointed treasurer of the company. 
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The Prudential Insurance Company 
of America 


Incorporated Under the Laws of the State of New Jersey 


HOME OFFICE 
Newark, N. J. 

















Company-Carnegie 
School Agreement 


THE SCHOLARSHIP PROVISIONS 





Board, Room and Tuition $250; With- 
out Board and Lodging 
$150 Fee 





The agreement between life insurance 
companies and the Carnegie Institute 


of Technology in reference to scholar- 
ships in the new life insurance sales- 
manship school, has been prepared. 
Many scholarships are being taken. 
The agreement follows: 

THIS AGREEMENT entered into this 
Teeter rrr ere Gay OF ocicvisenessdensnns 
by and between the Carnegie Institute 
of Technology, a corporation organized 
under the laws of Pennsylvania, party 
of the first part, and 
party of the second part, Witnesseth: 

I. Said party of the second part agrees 
that during a period of five years from 
the date hereof, it will annually pur- 
chase from the party of the first part 
...++++.-8Cholarships in the School of 
Life Insurance Salesmanship of the 
Carnegie Institute of Technology, and 
it will pay for each of said scholarships 
the sum of $250 in advance. 

II. In consideration thereof the party 
of the first part agrees that it will pro- 
vide for the students designated by the 
party of the second part a course of in- 
struction in life insurance and life in- 
surance salesmanship throughout one of 
the three regular terms of eleven weeks 
designated by the party of the first part 
for the giving of such instruction. 

III. It is further agreed that the said 
party of the first part will furnish board 
and lodging during the continuance of 
such term to each person so sent for 
training, and agrees to refund to said 
party of the second part the proportion- 
ate cost of board or room, or both, for 
each person who makes arrangements 
in advance of the opening of the term to 
obtain board or lodging elsewhere. The 
amount of refund for each student who 
arranges to board and room off the 
campus will be $150. 

IV. It is further agreed by the party 
of the second part that each scholar- 
ship purchased as above provided is to 
be used in one of the three full terms 
following the date of such purchase, and 
that if no person is designated by the 
party of the second part to pursue such 
course of training within one year from 
the date of purchase under any of the 
scholarships purchased in accordance 
with the provisions hereof, the right to 
designate such person shall be forfeited, 
and the party of the first part shall be 
entitled to retain the entire amount of 
such purchase price. 

In Witness Whereof, the parties here- 
to have set their hands and seals on 
the day and year first above written. 


TOMLINSON SERVES NOTICE 
Agency Licenses of Companies and Ag- 
ents Will Be Revoked For 
Mis-Statements 





Superintendent Tomlinson, of Ohio, 
has notified insurance companies that 
on and after August 15 whenever it is 
made to appear to the Insurance De- 
partment of Ohio that an insurance ag- 
ent, either directly or indirectly has 
been a party to direct mis-statements 
in selling policies the license of the ag- 
ent will be revoked and the company 
whose agents are found guilty will be 
in danger of having its license revoked, 
also. 

Persistency is a virtue which the av- 
erage woman agent well knows how to 
employ. Some of the male agents could 
well take a leaf from her book. 

William F. Till has been appointed a 
home office inspector of the John Han- 
cock. He began with the company in 
Chicago. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





An analysis of calls, inter- 
Systematic views, and number of cases 
Work closed by R. T. Hoffman of 
Wins the Richmond Agency of 
the Equitable Society dur- 
the nine months ending June 30th 
veals some salesmanship points of 
lue to every Equitable representative. 
He paid for a total of 141 cases, of 
which 111 were written jointly with 
her agents. 

2. The applications on which his 
name appeared represented insurance 
for $537,100; premiums $21,499. 

3. He averaged 44% hours actual 
work each week covering 41 weeks and 
made on an average 1 1/6 calls per 
hour. From every three calls one inter- 
view resulted, and from every three in- 
terviews one case was written. Each 
interview netted him $5.64. Each case 
netted him $32.33. 

4. Twenty-three of the above cases 
(average amount $2,291) served as en- 
tering wedges by which he placed 23 
additional policies, average amount $6,- 
521. In other words, the total original 
volume amounted to $52,700 and the 
total additional volume placed $140,000. 

5. Of the applications written jointly, 
22 for a total of $71,000, were “dead 
lock” cases which other agents had 
been unable to clos@, 

6. In addition to the 141 cases actual- 
ly paid for during these nine months, 
Mr. Hoffman had 23 incompleted cases 
in the mill as of July 30th. 

. . « 


To the man just entering 
Suggestions the life insurance busi- 
for ness with the intention 
Beginners of making it his life work, 
we would suggest that 
before starting out he get a pretty good 
line on just what is in the rate book. 
In other words, he should become some- 
whet familiar with the goods he ex- 
pects to sell and should also read over 
very carefully the three prominent 
forms of policies, namely, Ordinary 
Life, Limited Payment, and Endow- 
ment. If there is any part of the rate 
book or the policies which he does not 
understand he should talk to somebody 
around the agency whose business it is 
to enlighten him. The new agent will 
find it profitable also to read the circu- 
lars which are issued by the Company 
as much for the agents’ education as for 
his use in soliciting. The new man 
should also attend the Monday morning 
meetings unless he has an actual ap- 
pointment with a prospect during that 
time, says “The Organizer,” of the Mu- 
tual Life Office, Chicago. 

After acquiring a knowledge of the 
principals and practices of life insur- 
ance the new man should not try to 
overwhelm the prospect with his knowl- 
edge of the business. He should simply 
impart in plain language the things the 
applicant ought to know about the con- 
tract—its benefits and its cost. You 
cannot know too much, but you can 
easily talk too much. You do not need 
to know all about all the other com- 
panies, in fact, you should never bring 
up the subject of other companies at all 
except when you are in competition and 
then do not say anything detrimental 
about your competitor unless, of course, 
you are being attacked. 

As to the method of securing pros- 
pects, perhaps no two men in the ag- 
ency work exactly alike. Personally 
we have always felt that as this is an 
honorable business one should feel proud 
of engaging in life insurance work and 
the new agent might well go to his best 
friends first and not only write them but 
elicit their co-operation. We believe the 
most likely prospects should be visited 
first because a few cases written at the 
start operate as a wonderful stimu- 


lant and if the agent is thus encouraged 
he is much more likely to succeed than 
he would be otherwise. 

A card index containing necessary in- 
formation, such as date of birth, occu- 
pation, extent of family, etc., should be 
kept so that the prospect might be in- 
telligently followed up at the psycho- 
Ingical time. We would say most posi- 
tively to the new man: Do not let the 
element of doubt as to whether you have 
engaged in the right business or not 
enter your mind for a moment. Do not 
procrastinate. Use your head as well as 
your feet. Keep going. Arrange your 
program day by day and follow it out as 
closely as possible with intelligent work 
and the determination to win. If you 
will do this you simply cannot fail. Ex- 
amine into your financial status occa- 
sionally and you will be surprised to 
find how well you have succeeded con- 
sidering the fact that you have just en- 
tered upon and are learning a business 
entirely new to you. There never was 
a time when the future for life insur- 
ance as a profession looked so encour- 
aging as at present. 

* ~~ m 


The Philadelphia “Even- 


Mortgaging ing Telegram” prints this 

the article, under the heading. 

Insurance ‘“Mortgaging the _ Insur- 
ance.” 


The year 1918 shows the usual quota 
of policy loans. 

Many of these loans grew out of 
emergencies that compelled the policy- 
holders to fall back on their life insur- 
ance, and the companies were glad to 
be of service. 

Most loans, however, we are con- 
strained to believe, were requested with- 
out a full realization of what they mean. 
Vacations, automobiles, the payment of 
current obligations that a prudent man 
would cover with his income—these ac- 
tually represent the underlying reason 
for a large percentage of policy loans. 
It seems incredible, but it is only too 
true. 

There is nothing more directly asso- 
ciated with the life of the home than 
the life insurance that has been pro- 
vided for its protection. But so often 
those generous impulses that prompted 
the taking of ‘the insurance are lulled 
into a slumber when temptation sug- 
gests a loan on the policy. Would that 
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SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the 
STATE MUTUAL has furnished unsurpassed protection 


and service. 


Additions are made to our agency force when the right 


men are found. 
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same man entertain for a moment a 
mortgage upon his furniture, for in- 
stance? No, his love for home and fam- 
ily would rebel at the thought. In bor- 
rowing upon his policy is he borrowing 
from the insurance company? In a way, 
yes; but more directly he is borrowing 
from his wife, if she is the beneficiary, 
or possibly from his children. And the 
gravity of his mistake becomes all the 
more apparent when we consider that 
she or they must repay the loan after he 
is dead and they are deprived of his 
income, for it is a matter of statistics 
that in nine cases out of ten loans on 
policies are never repaid. 


A man should take the same pride in 
regulating his finances and making cur- 
rent expenses conform to current in- 
come as he does in all other matters 
that enter into his efficiency. And, above 
all, he should zealously guard the pro- 
tection he has provided for his home 
and family, drawing upon it only in the 
case of dire necessity. 

Insurance companies have made the 
way easy for those who have outstand- 
ing loans by the privilege they offer of 
repayment in instalments as low as five 
dollars. In this way the obligations can 
be discharged without hardship. If 


your life insurance is mortgaged, begin 
now to pay it off. 
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“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
The “contribution plan” of surplus distribution, used al- 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 


The Continuous Instal- 


Unexcelled policies 























The questions which follow 


Answers have been recently re- 
Tax ceived from a large policy- 
Questions holder of the Phoenix Mu- 


tual and the 
answers are appended. 


“John Doe has $250,000 of insurance on 
his own life payable at his death to Mrs. 
John Doe. Is it in whole or in part tax- 
able under the Federal Estate Tax or 
Federal Income Tax?” 


Company's 


All of the insurance payable to Mrs. 
John Doe over and above the amount of 
$40,000 is subject to the Federal Estate 
Tax law. 


All insurance payable to Mrs. John 
Doe as beneficiary under policies on the 
life of her husband is exempt under the 
present Federal Income Tax law. 


“John Doe is one of two trustees of 
the estate of John Smith. The estate 
of John Smith in 1906 took out $100,000 
insurance on the life of John Doe. The 
policy is twenty payment life, and the 
proceeds are payable on the death of 
John Doe to the estate of John Smith, 
which estate pays the yearly premium. 
Is the $100,000 payable to the estate of 
John Smith taxable under the Federal 
— Tax? If so, who pays the 
ax?’ 


No tax is payable under the present 
Federal Estate Tax law on the policy 
payable to the estate of John Smith, 
because the policy was taken out by the 
estate. Section 401 (f) applies only to 
policies taken out by the decedent upon 
his own life. 


“Is the $100,000 payable to the estate 
of John Smith income to the estate, or 
is it a profit to be added to the principal 
of the estate?” 


Under Section 213 (b) (1) gross in- 
come does not include the proceeds of 
life insurance policies paid upon the 
death of the insured to individual ben- 
eficiaries or to the estate of the in- 
sured. So far as we know there is no 
decision on file determining whether 
under this section life insurance payable 
to a trustee is subject to the tax or not. 
We believe, however, that there are 
strong arguments in favor of the posi- 
tion that if that portion of the trust 
fund created by the life insurance poli- 
cies is ultimately to be paid to individ- 
ual beneficiaries, it will not be subject 
to the income tax. 





“To pay taxes and other expenses 
against the estate of the late John 
Gordon Battele, Judge Bostwick recently 
granted authority to borrow $250,000. 
The estate is estimated at $4,000,000, 
but it was declared money must be bor- 
rowed.”—The Ohio Journal. 
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Pittsburgh L. & T. 
Checks for $900,000 


PAYMENT BY DONALDSON MADE 








Also Reported That Pittsburgh L. & 
T. Policyholders Are Protected 
in Bank Failure 





The failure of the North Penn Bank, 
of Philadelphia, carrying down with it a 
fire insurance company, ruining the 
reputations of several men and result- 
ing in a number of arrests, has been 
the principal topic of news in Philadel- 
phia newspapers for a week. 

At the present time the newspapers 
are discussing the fact that Charles A. 
Ambler, former insurance commission- 
er, placed in the bank a large sum of 
money helonging to the Pittsburgh Life 
& Trust when he knew the bank was 
insolvent. He acted as receiver for 
the Company. 

Less Than $200,000 

The Philadelphia newspapers have 
placed this figure at $402,000, but The 
Eastern Underwriter is informed that 
the sum is less than $200,000, that it is 
covered by bonds, and that the policy- 
holders are protected. 

The Eastern Underwriter has seen a 
copy of the report made by Insurance 
Commissioner Donaldson on March 13, 
191%, showing that the Pittsburgh Life 
& Trust at that time had cash in var- 
ious banks of $518,112 in all, and that 
the total amount of funds required to 
pay all of its policy claims was $1,200,- 
000. 

After the Pittsburgh Life & Trust 
failed considerable money was raised, 
including more than $400,000 from the 
former stockholders of the Company. 
The first receiver of the Pittsburgh 
Life & Trust was J. Denny O'Neil, then 
insurance commissioner. After a care- 
ful investigation of its books the receiv- 
er announced that he was of the opinion 
that its assets had a fair market value 
of 72% per cent. When the Metropoli- 
tan re-insured the Pittsburgh Life & 
Trust and thus saved the insurance of 
the policyholders, these policyholders 
agreed to a 33 1/3 per cent lien on their 
contracts. Annuity policyholders agreed 
to accept in full settlement of each an- 
nuity payment 72% per cent. 

Get Donaldson Checks 

Commissioner Donaldson sent out 
checks for $900,000 on July 21. This 
was a distribution for claims under con- 
tracts of policyholders who did not 
elect to come with the Metropolitan at 
the time cf the re-insurance. 

Promoter Birdseye, who wrecked the 
Pittsburgh Life & Trust, will be tried 
this fall. 

Ambler Talks 

Deputy McCulloch, of the Pennsyl- 
vania Insurance Department, said in 41 
Philadelphia newspaper this week that 
in April the North Penn Bank could not 
pay demands made on it for public funds. 
He declared that when Commissioner 
Donaldson demanded of Ambler, when 
the former became commissioner, that 
he turn over all of the funds of the 
Pittsburgh Life & Trust Ambler failed 
to meet this demand. In talking to re- 
porters Donaldson has refused to criti- 
cise Ambler. 

When Ambler was seen at Ocean City, 


N. J., by a reporter he said: “Certainly 
I would not be fool enough to put 
money in a bank which I knew was 
insolvent. And I was not removed from 
office because I placed money in that 
bank.” 

Harmon Kephart, state treasurer, 
gave out a statement to Philadelphia 
papers saying that Ambler was liable 
civilly for any financial loss caused by 
the failure. He said: “Mr. Ambler 
becaine receiver for the Pittsburgh 
Life &.Trust by virtue of his office as 
insurance commissioner. As a receiver 
he was entitled to place the company’s 
funds in whatever banking institution 
he saw fit, but every receiver is in 
duty bound to use prudence and dili- 
gence in protecting the assets of the 
concern of which he is in charge. He 
did nothing despite my protests. I re- 
call asking him whether the funds of 
the Pittsburgh company were amply 
protected. He replied they were. He 
said judgment bonds had been entered 
to protect the money, but these notes 
were furnished by the directors of the 
North Pann Bank.” 

There is a great deal of politics in the 
ease, which, as usual, is disgusting to 
the real insurance men of Pennsylvania. 
Ambler was a political commissioner. 
Donaldson is not, however. 

RECENT EQUITABLE GROUPS 

American Linen Company, Fal! River, 
Mass., $400,000 insurance; A. P. Wil- 
liams and Thos. C. Kelleher, Agents. 

Ayer & Lord Tie Company, Chicago, 
Tll., $260,000 insurance; John T. Wag- 
ner, Agent. 

The Colonnade Lunch System, Cleve- 
land, Ohio, $100,000 insurance; Herman 
Moss and Miss Gertrude Wolfe, Agents. 

The National Underwriter Co., Cincin- 
nati, O., $75,000 insurance; Isidor Rauh, 
Agent. 

Helmholz Mitten Co., Cudahy, Wis., 
$100,000 insurance; I. J. Dahle, Agent. 

Rhintlander Refrigerator Co., Rhine- 
lander, Wis., $50,000 insurance; J. T. 
Wagner, Esther I. English, Agents. 

The Joseph Klicka Co., Chicago, $100,- 
000 insurance; Wm. B. Sale, Agent. 

Northwestern Bedding & Mfg. Co., St. 
Paul, $75,000 insurance; John A. Harti- 
gan, Agent. 

Hanever Lunch, Inc., New York City, 
$75,000 insurance; Joseph Gladstone, 
Agent. 

Sanford Mills, Reading Mass., $66,000 
insurance: R. O. Walter, agent. 

Reading Rubber Mfg. Co., Reading, 
Mass., $114,900 insurance; R. O. Walter, 
Agent. 

Covington Co., & Hutchison Shoe Go., 
Jacksonville, $66,420 insurance; Wm. 
Dickson, Agent. 





Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies. 























Are You Permanently Established? 


Write for Territory 
4 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 











American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 








NIAGARA LIFE BUILDING 


The Combined 
Life, Sickness 


and Accident 
policies, sold only by the 


Niagara Life Insurance Co. 


(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 











Communicate with 


E. H. BURKE 
Vice-Pres’t & Gen’l Manager 


BUFFALO, N. ¥. 








Mohawk Cor. Franklin Street. Buffalo NW. Y 














CO-OPERATION 





















8 PER CENT of our 
1918 business was 
produced by full-time rep- 
resentatives; 12 per cent 
| came froma small group of 
part-time men located 
chiefly in rural commun- 
ities, and 8 per cent was the 
surplus line business of 
full-time representatives of 
other companies. 

Our effective plans of 
training and co-operation 
are being devoted chiefly 
to full-time representa- 
tives. 











Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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Warren Horner’s Experience 





No. 2—SYSTEMATIC TRAINING 


OHNO 
WU 


HA 
tinuation of material taken from Mr. 
s new book, “My Twenty-Five Years 
e Insurance,” to be published by the 
Lippincott Company, philadelphia, 
ollowing Mr. Horner’s decision to 
«ive up an advance or current stipend 
u the business and to refuse a salary 
and expenses in another field the propo- 
sition of making good or acknowledging 
defeat was squarely put up to him. He 
decided that if hard work and intelli- 
gent effort counted for anything he 
would win out. In April, 1917, he wrcte 
eight cases, premiums aggregating $1,- 
393.70, and this gave him the feeling 
that he would be successful. 

“I began now to realize more clearly 
the necessity of organized, systematic 
effort and in advance of any definitely 
thought out plan from without, origi- 
nated a simple card system, an enlarge- 
ment of which was used later in build- 
ing a large and prosperous agency,” he 
said. “After installing this system, I 
felt the need of an office aid—I was 
working alone in Minneapolis under the 
general agency located in St. Paul—and 
in December, 1918, hired my present sec- 
retary whose assistance both in behalf 
of the company we represented and my- 
self has been most valuable. 


Definite Office Hours 


“It was during this period that I 
carried out the plan of definite office 
hours. 

“As I now began to consider myself a 
permanent factor in the business, its 
different principles and practices be- 
came a subject of frequent cogitation 
and analysis, among which was the un- 
dignified scramble for business at the 
end of the year to enhance good records 
and repair poor ones. That the then 
general practice of writing a half year’s 
quota in December led to rebate, lapse, 
undesirable risks and tended to keep the 
life insurance business in a slough of 
public distrust and lack of understand- 
ing and appreciation of its real merits. 
It appeared to me that continued sys- 
tematic effort was more wholesome and 
efficacious, and that any month would 
produce favorable results if the requi- 
site amount of work and will were ex- 
pended. I, therefore, adopted as an in- 
dividual the idea of a finish in June, 
resulting in a larger premium collection 
for many years in June than I enjoyed 
in December. This practice was carried 
into general agency work with about the 
same result, and further, we made July 
and August average months when writ- 
ing around three millions a year. The 
life insurance business responds to sane 
treatment along lines of industry and 
system just as any other business or 
profession, but it has survived a fearful 
handicap in undesirable personnel and 
hodgepodge methods.” 

Mr. Horner early learned that news- 
papers are ready to co-operate with any 
worthy object if given consideration, at- 
tention and appreciation. Along this 
line his book will say: 


“With considerable experience in pub- 
licity in years that followed, the then 
well formed judgment has never been 
broken and I believe firmly in the edu- 
cational and business-building value and 
power of the news, editorial and adver- 
tising columns of all legitimate circulat- 
ing media. Moreover, that failure upon 
the part of life insurance to appreciate 
adequately and use intelligently this 
great force, especially the advertising 
columns with constructive institutional 
copy, has been a monumental error and 
very costly to the business.” 

During this period Mr. Horner re- 
ceived many offers from insurance com- 
panies who wanted his services. Some 
were real propositions; others were 
mere efforts to twist his services. 

One of these general agents who per- 


sisted even offered him at one time a 
substantial salary—all it was costing 
him to live—and a duplicate of Provi- 
dent Life & Trust renewals and first 
year commissions. He came to Mr. 
Horner’s home to argue the point with 
Mrs. Horner and picture to her a better 
mode of living from the increased finan- 
cial income, “but received cold comfort 
from her who was ever a great aid to 
me in fixity of purpose and willingness 
to wait for the better things of life 
until they came naturally and legiti- 
mately.” 

This general agent, although an able 
man in some ways and representing a 
very excellent company, who ridiculed 
Mr. Horner’s conservative ideas, has 
been laid on the shelf for cause. 

“He never learned the lesson of far- 
sightedness and service in life insur- 
ance but allowed his horizon to be ob- 
secured by the dollar sign,’ says Mr. 
Horner. 

“Tl, believe in idealism in every voca- 
tion—practical idealism, of course—the 
kind that allows one’s vision to roam 
among the clouds, but keeps both feet 
on solid ground.” 








SELECTION AND ENDOWMENT 


Of course you know that the purchase 
of endowment policies, payable as such 
to the insured on his attaining a stated 
age, operates favorably to a company 
by reason of the lower mortality asso- 
ciated with such risks, says B. Y. The- 
dean, in the “Penn Mutual News Let- 
ter.” The companies ascribe this to 
an unconscious or subconscious self- 
selection on the part of ‘the individual. 
Somehow, usually unknown to himself, 
the owner of an endowment contract 
arranges or wills to live to a certain 
time, but so far as observed has not 
willed to terminate his career at “speci- 
fied date.” On the other hand, there 
undoubtedly are numerous cases where 
the self-selection is wholly adverse to a 
company. Take the case of the men 
conscious of failing health which has 
not so far progressed as to be discov- 
ered by the medical examiner. What 
form of insurance do they buy? Usually 
they apply for the most insurance for 
the least money, resorting to term in- 
surance,. with which the highest mor- 
tality is almost invariably associated, es- 
pecially if the period of insurance ex- 
tends five years or more and the 
amounts at risk are large. In many 
such cases, of the class it is wholly 
true, there is not the apprehension of 
death but a will which meets it halfway, 
or, in effect, does little or nothing to 
postpone the tragedy. There are doubt- 
less other influences which operate ad- 
versely, but of these anon. 
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Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 







OED  canccdrtacbvrsecdodesncedewenebestabeeer 66beesreewecneaeseweonsesees eeees $18,362,862.75 
Liabilities .......0+ 16,626,824.78 
Capital and Surplus 1,736,037.97 
Insurance in Force 149,170,320.00 
Payments to Policyholders ......cccccccccceesccece 2,376,218.75 
Total Payments to Policyholders since Organization .......cessecseesees 21,988,834.83 


JOHN G. WALKER, President. 


























REASON Our 


UR POLICY CONTRACTS contain 
all provisions consistent with safe 
underwriting and are guaranteed by a de- 
posit of the full legal reserve with the 


State. Our promises are all in our con- 
tract. Good contracts for up-and-doing 
agents. 


THOMAS J. OWENS, Pres. 


DR. ALBERT SEATON 
Vice-Pres. & Med. Dir. 


Policies Sell 


CLAUD T. TUCK 
Secretary 








The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates 























INTERNATIONAL LIFE or se. Louis 
SMASHED ALL RECORDS IN 1918 


Jt was the Special Combination and New T. O. Policies that did the work. 
f you are not selling them we are both losing money. 


Write us today for contract 


INTERNATIONAL LIFE, ST. LOUIS, MO. _ 
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REAL SATISFACTION 


Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 





If you have any doubt in your mind have it dispelled 


220 BROADWAY 
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BROKERS! 


KEEP POSTED 
BY READING 


THE EASTERN UNDERWRITER 


Subscription $3 a Year 











The Lincoln National has concluded 
its two weeks’ salesmanship course, 
which proved valuable to many agents. 
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WANTS GOOD MEN 
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Founded 1865 





The Provident 
Company of 


Life and Trust 
Philadelphia 





The Thrift Campaign 
dent agent’s canvass 


reinforces the Provi- 
for long endowment. 








Northwest corner Fourth and Chestnut Streets 











THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
! Secure prompt action in the 














INSURANCE COM 


WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 








State Mutual Life 
Convention Program 


BULLOCK TO TALK ON TAXATION 








Jones on Brokerage; Ferguson on 
Personal Production; Burr on Or- 
ganization; Banquet Speakers 





The program of the State Mutual 
Life’s General Agents’ Association Con- 
vention, which is to be held in Worces- 
ter on September 24-25, follows: 

September 24 
MORNING SESSION 

9:30 A. M. Roll Call. 

Address of Welcome: President of the 
Company, B. H. Wright. 

10 A. M. “Timely Thoughts and Sug- 
gestions,” D. W. Carter, Secretary. 

10:30 A. M. Actuarial paper: C. R. 
Fitzgerald, Actuary. 

11:15 A. M. “Life Insurance and Tax- 
ation,’ Chandler Bullock, General Coun- 
sel. 

11:45 A. M. Summary address— 
Stephen, Superintendent of Agencies. 

The appointment of nominating and 
auditing committees. 

Adjournment, recess and luncheon in 
State Mutual Restaurant. 

AFTERNOON SESSION 

2 P.M. Paper on “Personal Produc- 
tion,” Clinton A. Ferguson, general ag- 
ent at Boston. 

2:30 P.M. “The Securing and Control 
of Brokerage Business,’ ‘Robert L. 
Jones, general agent at New York. 

3 P. M. “Organization—Local and 
State,” Frank W. Burr, general agent at 
Atlanta. 

3:30 P. M. Report of nominating com- 
mittees. Election of officers. Adjourn- 
ment. 

Speakers informally at the dinner in 
the evening will be general agents C. W. 
Van Tuyl, Minneapolis; E. Miller 
France, Cleveland; George Wilson, Du- 
luth, and S. L. Calhoun, Memphis. 

The officers of the association are: 
Charles R. Gantz, Baltimore, president: 
Robert Anderson, New York, vice-presi- 
dent; S. W. Sparger, Durham, N. C., sec- 
retary and treasurer. 

The second day will be devoted to 
pleasure. 


No Policy Canceled 
in 26 Months 


MUTUAL BENEFIT MAN’S WORK 








W. F. Kyle Makes a Good Record; 
How He Secures His Prospects 
for Insurance 





W. F. Kyle, one of the leading agents 
of the Mutual Benefit, has written $1,- 
400,000 of insurance on 360 lives in 
three years, out of which only $7,000 has 
been cancelled. He has had nothing 
cancelled in twenty-six months. His 
prospects are the best and his methods 
have been endorsed by the company. 


At a Monday morning meeting of the 
Minneapolis Agency recently he made a 
talk. A Minneapolis man asked him 
how he secures his prospects. Mr. 
Kyle answered: “Through old policy- 
holders and new applicants—mainly 
new applicants. When I write a new 
application I always secure from the 
applicant a number of names as per 
bottom of the Agent’s Certificate on the 
application blank.” The city salesman 
replied: “When IT secure an applica- 
tion I do not feel right in asking for fur- 
ther favors.” Mr. Kyle rejoined: “TI do 
not ask for favors, I do favors by caus- 
ing applicants to protect themselves 
and families with Mutual Benefit con- 
tracts.” 


Commenting on the above, General 
Agent Blandford in a Minneapolis 
“Bulletin” said: 

“After this meeting I was talking to 
Mr. Kyle regarding points he made. He 
informed me that a short time ago this 
city salesman gave him (Mr. Kyle) the 
name of a prospect he (the city sales- 
man) had not been able to close. Mr. 
Kyle reached in his pocket and pulled 
out two ten thousand dollar policies, 
both of which had been prepaid, one on 
the life of the prospect given him hy 
the city salesman, the other one a doc- 
tor friend of the original prospect (name 
secured when writing first application). 
Mr. Kyle is out this afternoon to secure 
a prepaid application for ten thousand 
dollars on another name secured when 
writing original application. Mr. Kyle 
stated at this meeting that he averages 
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The Verdict of 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. 
eight years the Massachusetts Mutual has been building up a nation- 
Its friends are everywhere and are ever ready to 
testify to the faithful and efficient service that it always renders. There 
is no better company to buy from and no better company to sell for. 

Occasionally we have a General Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


wide reputation. 





Metropolitan Group 
On Fire Companies 


EVANS 





EMPLOYES INSURED 





Insurance of $250 After One Month’s 
Service up to $2,500 After 
Two Years 


President Henry Evans, of the Con- 
tinental, Fidelity-Phenix and American- 
Eagle fire insurance companies has ar- 
ranged with the Metropolitan for group 
insurance on employes of his three com- 
panies. In a statement to employes he 
says: 





I take pleasure in announcing to you 
that we have completed an arrange- 
ment with the Metropolitan Life Insur- 
ance Company by which every employe 
who was at work August 6th, 1919, has 
his or her life insured. the insurance 
being automatically effective from 4 
P. M. of that date. 

This insurance is without cost to you, 
as each of our companies bears the ex- 
pense for its own employes. 

Each employe will name his or her 
beneficiary under the life insurance pol- 
icy and an individual certificate stating 
the amount of such insurance and the 
name of the beneficiary will be given 
you at an early date. 

The amount of each employe’s life 
insurance will be determined by the 
length of continuous service with our 
companies and in accordance with the 
following schedule: 

After one month’s service..... 250. 
After six months’ service..... Half 





one new application from names se- 
cured when writing application. 

“It has been said of Mr. Kyle that he 
is so much in earnest and thorough in 
his service to applicants that the appli- 
cants talk of his service to their friends, 
hence his success. 


“Be earnest and thorough in your 
service to policyholders and applicants. 
With every application secure names 
on bottom of Agent’s Certificate; also 
see that Examiner secures names on 
form at bottom of Part Two.” 





the amount of the employe’s annual 
salary, but not to exceed $1,200. 


After one year’s service..... Three- 
fourths the amount of the employe’s 
annual salary, but not to exceed 
$1,800. 


After two years’ service..... The 
full amount of the employe’s annual 
salary, but not to exceed $2,500. 
Whenever an employe becomes en- 

titled to an increased amount of insur- 
ance under the foregoing schedule, 
such increase will be automatically ef- 
fected by the life insurance company. 
New employes entering our service sub- 
sequent to the effective date of the 
‘ife insurance policy will automatically 
participate in the plan after one month 
at work. 

Such of our employes as have re- 
turned or may return to us after serving 
in the Army or Navy in the late war 
will participate on the basis of their 
actual service with us, provided they, 
or any of them. have not meanwhile 
worked for any other private employer. 

The privileges of the Visiting Nursing 
Service of the Metropolitan Life Insur- 
ance Company are extended to our em- 
ployes covered under our group insur- 
ence plan. Any employe who may be 
ill, or may desire the services of a 
Visiting Nurse, should notify our office 
or the Metropolitan Life Branch Office 
nearest to the employe’s home, either 
by mail or by telephone. This nursing 
service is furnished free of cost by 
the life insurance company, and only at 
the request of the insured employe. 

We all feel that no better evidence 
of our appreciation of your loyalty and 
co-operation can be given you than this 
life insurance provision for the protec- 
tion of your family and dependents. 

Yours very truly, 
HENRY EVANS, 
President. 

EXTENSION INSTITUTE’S BOOK 

The Life Extension Institute, of New 
York, has issued a book, bearing the 
title, “Prolonging Life As a Function of 
Life Insurance.” It tells the five years’ 
experience of the Life Extension Insti- 
tute 





FEDERATION MEETING SET 
The annual meeting of the Insurance 
Federation of New York State will be 
held in Albany October 28. 















the Great Jury. 


For sixty- 
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The Agents of the 
New England Mutual Life Insurance Company 


After another Year of Splendid Success, 








Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 
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Agent’s Duty to Keep 
Home Fires Burning 
HOME 





MAN WHO MORTGAGES 





\rrcument Which Agent Should Pre- 
sent to Him; a Talk on 
Debt 


By A. M. ANDERSON 


A great “Own Your Own Home” cam- 
paign has followed swiftly on the heels 
of the thrift movement. The agent may 
expect to encounter many a man who 
now will say: “I am paying for a home. 
I want to pay this debt before I obli- 
gate myself for anything else.” 

Here is no extravagance that you can 
hold up to the glaring light of truth, 
revealing its foolishness and selfishness, 
and contrasting with saving and duty. 
It is the expenditure of money for a 
worthy purpose. What are you to re- 

lv to such a man’s objections to life 
insurance? The following are a few old, 
but ever-needed suggestions: 

It is splendid to get away from the 
trials of rented houses, isn’t it? It’s a 
dandy little home, and you are mighty 
contented with it. You. of course, as- 
sumed a mortgage as the first step to- 
wards obtaining the property, didn’t 
you? Did it ever occur to you that your 
family has a sort of mortgage on you, 
a greater mortgage than any that could 
ever be against your real estate? Just 
as this building firm protects itself by 
a mortgage, you should protect your 
earning capacity for your family by 
insurance. 

You realize that you lose the property 
by failure of payments. You have seen 
it happen many times in the experience 
of others, but I doubt if your observa- 
tion of these unfortunate incidents has 
sufficiently impressed you with this 
truth, that failures in payments are due 
in the least degree to lack of intention 
to pay and in the greatest degree to in- 
ability to pay, or you would not hesitate 
to ward against this common cause of 
non-payments, by protecting your pres- 
ent ability to pay. 

Debt Looms Large 

The debt looms large to you right 
now, and you can see only its figures 
and hear only its monthly “calls.” I re- 
spect your desires to settle your debts. 
but death is not only “no respector of 
persons,” but no respector of debts. 
Death hasn’t the slightest objection in 
the world to suddenly whisk you off the 
globe and leave your widow to pay the 
debts. When you say: “! want to pay 
my debts first,” it may mean she must 
pay my debts first and live on the piti- 
ful remainder. 

You insist that it is sufficiently diffi- 
cult to pay off the mortgage, without 
the additional burden of a life insurance 
premium. Will it be an easier task for 
your widow? 

You do not expect sympathy or char- 
ity -if you fail to meet your payments. 
Will this building firm suddenly relin- 
quish the business principles which 
characterize its transactions with you, 
and henevolently make your widow a 
present of the balance due, in the event 
of your death? 

You have a strong distaste for debt. 
You have wisely decided to purchase 
this home, and have found it possible to 
do so by the installment plan. Now 
you must not be “penny wise and pound 
foolish” in the matter of debts. You 





are letting the debt you have assumed 
unnecessarily rob you of greater things, 
such as life insurance. Your determi- 
nation to pay this debt and leave un- 
purchased the protection you are now 
doubly in need of, reminds me of an 
ancient story, found in “The Koran.” 
The Prophet had said: “A martyr shall 
be pardoned every fault but debt,” and 
when a bier was brought to him to say 
prayers over it, he asked: “Hath he left 
any debts?” “Yes.” “Hath he left any- 
thing to discharge them?” “No.” “Say 
ve prayers over him. I shall not.” 

Debts are as common as dirt in this day 
of credit. The main question is, Can 
the living man pay them? Has the dead 
man “left anything to discharge them?” 

A Plan to Help 

I presume that you are paying 6 per 
cent interest on your loan. You have in 
addition some fears and worries: The 
average risk of non-payment and for- 
feiture of your home, the possibility of 
death overtaking you in the midst of 
uncompleted plans. Suppose I assured 
you that for 2% per cent more you 
could enjoy freedom from anxiety, that 
you could borrow money in a crisis, 
and that even death could not prevent 
the fulfilling of your plans of a home 
for your family. Wouldn’t it be better 
to pay 8% per cent interest under such 
conditions than 6 per cent under the 
other conditions? Well, the actual cost 
or premium on a policy is about 2% 
per cent of the face of the policy. Why 
not charge the premium as interest and 
play safe? 

It would be a heartless thing to accus- 
tom your wife and kiddies to the joys 
of their own home only to be denied 
these pleasures and privileges when ne- 
cessity compelled the sacrifice of the 
home they had grown to love so well. 

There is a debt that is as old as 
Adam, and that is your debt to yourseif 
and family. You assumed a debt at the 
altar on your wedding day that is prior 
in its claim to all other debts contracted 
later. To pay this first and foremost 
debt makes it easier to pay other debts 
in the event of sickness or death. Take 
care of this obligation today while 
health and life are still yours, and it 
will help take care of the debts of such 
tomorrows as may be allotted you. 





EASIER TO WRITE INSURANCE 





Owners’ & Tenants’ Bureau of East 
Orange, N. J., Issues An In- 
teresting Circular 
The Owners’ & Tenants’ Bureau of 
East Orange, New Jersey, in a circular 
letter endorsing the nation-wide build- 
ing program of the Federal Government, 
specifically recognize life insurance as a 
necessity in connection with home pur- 
chasing. Basing their figures on the 
comparative tax rates of their own and 
another neighboring community, they 

make the following assertion: 

“You will save $1 a week (on a $6,000 
property), or $52 a year. This will pay 
your premium on a life insurance policy 
for several thousand dollars.” 

To be sure the need for life insurance 
goes with property and the times are 
certainly propitious for the sale of Mu- 
tual Benefit insurance when civic enter- 
prise so unreservedly endorses the in- 
surance idea. In point of fact the life 
insurance salesman now finds the pub- 
lic in a receptive mood. Public educa- 
tion, through Government insurance, 
coupled with the effects of the epidemic 
makes it easier to get interviews than 
ever before, and real interviews mean 
sales.—‘The Pelican.” 
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re 77 Broadway. New York City. 
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THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in’ fe insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s com- 
& renewal interest insuring an income for the future. Address the Company at its Home 


JOHN P. MUNN, M. D., President 
CLARENCE H. KEBSEY, Pros. Title Guarantees and Trust Co. 
EDWARL TOWNSEND, Pres. Importers and Traders Nat. Bank 


14.19 











NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-NINE YEARS 


HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 














HOME LIFE INSURANCE COMPANY of AMERICA | 


INCORPORATED 1899 


PROTECTION FOR THE ENTIRE FAMILY 

This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 
anteed by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. 506 Walnut St., Philadelphia, Pa. 
BASIL S. WALSH, President JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 


























THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS OF INDIVIDUAL RIGHTS 





Rights and duties are personal. Pleasure and pain are personal. 
The combined rights of individuals make up the rights of nations, and 
the “rights” of nations sometimes clash. It was for the protection of 
these individual rights that Americans entered the war; it was to defend 
these rights that we raised vast armies, disciplined and equipped them, 
and sent them overseas to fight. It was for individual rights that our 
men fought so heroically. Their victory is a victory for individual rights. 


Laws and courts and treaties and bailiffs and armies are properly 
the safeguards of individual and national rights. The first law of man- 
kind was club-law—the law of the strongest—the law of the jungle. 
The ultimate law—the law toward which Democracies are struggling— 
will be the law which gives every individual his rights, harmonizing 
them with other men’s rights. 


In a Democracy men are assumed to have been born with certain 
inalienable rights which are protected and restrained by laws which men 
themselves more or less directly make and execute. 


Laws are not rights; they should define rights and be their safe- 
guard. 

Apply this reasoning to Life Insurance and see how reasonable and 
how imperative it becomes. 


The wife, who is the home-maker, and who, while making the 
home, loses the opportunity to earn an independent income, has the right 
to some sort of protection against the risk of her husband’s death. 
Children have a right to be well brought up and well educated. 
rights should be safeguarded as against the death or total disability of 
the husband and father. In most cases there is no safeguard except 
Life Insurance. 

The rights of the individuals—husband, wife and children—are 
written in the policy, and are further safeguarded by the accumulations 
of the insuring company and by the laws under which it operates. You 
can’t live real democracy without insuring your life. 


The New York Life Insurance Company issues a Policy insuring 
against the risk of death or total disability. Behind each Policy is 
seventy-four years of experience, abundant resources, and the super- 
vision of laws that define and maintain the rights of individuals. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK, N. Y. 
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Federal Life Club 
Chicago Meeting 


H. C. MeCANN WINS CHIEF PRIZE 





Agents Tell of Experiences Writing 
Insurance in Oil Fields 
of Texas 


The eighth annual meeting of the 
I’ederal Life Club, of the Federal Life 
Insurance Company, was held in Chi- 
cago this week. R. L. Bunting delivered 
the annual address and greetings from 
the Home Office were extended by Vice- 
President Atkinson. R. S. Pope re- 
sponded for the life department and 5. 
J. Del Mouly for the accident depart- 
ment. R. A. Ridgway delivered a talk 
on “The Sales Manager As An Edn- 
cator,” which was discussed by Gus B. 
Barlow and H. H. Thomas. 

H. C. McCann, ot Michigan, won the 
$300 gold prize by paying for the larg- 
est amount of life insurance during the 
club year. C. H. Griffin won second 
prize, and T. J. Wood third prize. Con- 
solation prizes were won by P. D. Hun- 
saker, W. FE. Moreland and Ben Thorp. 
The junior prizes were won by G. F. 
Weber, T. T. Meyers and T. J. Snell. 

In the commercial accident and health 
department prizes were won by C. C. 
McCue, J. B. Lowe, R. A. McCartney and 
E. B. Forsythe and others. 

Two agents told experience writing 
in the oil fields. Among some of the 
papers read at the meeting were the 
following: 

“Living Up to Your Territory,” H. C. 
McCann; “Selecting Salesmen,” T. J. 
Wood; “Knowledge of Product,” L. J. 
Leahy; “Experiences of a Sub-Agent 
Writing Life Insurance in a Ford Car 
to Farmers,” W. C. Hunter; ‘“Individ- 
uality and Concentration,” Ben Thorp; 
“Overcoming Obstacles,” W. E. More- 
land; “Selling Insurance in the Coun- 
try,” C. L. Murrie; “Why I Have Chosen 
Life Insurance as a Vocation,” G. W. 
Carter; “Winning Qualities,” P. V. 
Spinner; “Giving In Order to Get,” I. 
J. Snell; “Insuring Future Sales,” R. 3. 
Pope; “How I Sell Insurance To Oil 
Men in the Newly Developed Oil 
Fields,’ C. H. Griffin; ‘“‘How to Develop 
New Territory in the Farming Dis- 
tricts,” P. D. Hunsaker; “Breaking 
Down the Defense,” R. A. McCartney; 
“Manliness of Salesmen,” C. M. Bart- 
lett; “Writing Accident and Health in 
Oil Fields,” J. B. Lowe. 


HEALTH LEGISLATION SOUGHT 


Dr. Louis I. Harris, head of the Bu- 
reau of Preventable Diseases, New 
York, is advocating health insurance 
legislation. He, with Dr. Alexander 
Lambert, went to Albany to urge the 
passage of the Davenport-Donohue 
health insurance bill. Dr. Harris ex- 
presses regret that physicians as a class 
were opposing health insurance. He 
believes much of this opposition would 
be removed if the health insurance 
measures were so modified as to insure 
adequate compensation for physicians 
for work done. Dr. Harris said the 
workmen’s compensation law had 
worked hardship on physicians, which 
might have been avoided and which 
should be avcided in future health laws. 


0. H. AUGUSTINE, PRESIDENT 

Chicago, Aug. 14.—Otto H. Augustine 
of Peoria, Ill., has qualified as president 
of the $100,000 Club of the Illinois Life, 
in spite of the handicap of more than 
$200,000 placed on him. He was presi- 
dent for the club year ending July 31, 
1918. having qualified with $402,500. A 
handicap of half that amount was 
placed on him in future presidential 
contests. This year his net business 
after deducting the handicap is $697,- 
270, making his gross production $898,- 
500. His entire production, counting 
term insurance and other business not 
counted in club records. was $1,038,500. 


New Equitable Rules 
About War Clauses 


TRAVEL EXTRA PREM. REFUND 





Provision for Full Payment of Claims 
Where Insured Failed to 
Pay Extra 





The Eguitable has made these changes 
relative to rules regarding military and 
naval service: 

(1) The use of the present war serv- 
ice and war travel clauses in the So- 
cietv’s policies is discontinued, the 
regular occupation extra premiums 
being charged in the case of applicants 
engaged or likely to become engaged in 
Military, Naval or Air Service as a per- 
manent occupation. 

(2) Effective August 1, 1919, special 
war service and war travel clauses in- 
serted in policies issued in the United 
States and Canada since August 1, 
1914, are without effect, and no extra 
premiums will be collected under such 
policies after August Ist. 

Any occupation extra premium re- 
quired by the terms of the policy apart 
from the Special War Service or War 
Travel Clause and charged to cover 
Military, Naval or Air Service, shall 
coniinue to be payable. 

(3) All war and war travel extra pre- 
miums collected under special war 
service and war travel clauses in poli- 
cies issued in the United States and 
Canada since August 1, 1914 (except 
extras collected under the Mexican war 
clause), will be refunded in full. 

(4) Death claims arising under poli- 
cies upon which the insured failed to 
pay the required extra premium under 
policies such as described in Paragraph 
(3) will be paid in full. Measures are 
now under way for the carrying out of 
the adjustments under this and the 
preceding paragraph without action on 
the part of either agents or policyhold- 
ers. 


Life insurance agents have 
at their command arguments 
- innumerable in favor of their 
For Being business, and their success 

Insured is measured principally by 
their skill in using them. But, when all 
is said and done, there is just one rea- 
son for being insured: the necessity and 
the duty of protecting those who depend 
upon others for support. All life in- 
surance arguments have this common 
basis, and its direct and immediate pre- 
sentation to a prospect is undoubtedly 
the surest way of winning his signa- 
ture to an application, says The Pru- 
dential “Record.” 

The claim papers are the documents 
that prove the argument. The claim is 
the last word. The insured neither sees 
it nor hears it in the flesh, but if his 
spirit hovers about the scene of his 
late activities, surely he must be grate- 
ful to the man who awakened his fore- 
sight. He knows then that the agent’s 
statements were founded upon facts as 
unchangeable as the laws of nature. He 
can see what might have been the 
plight of those he had pledged himself 
to protect and to cherish, had he 
spurned the advice and the insistence of 
the man who talked insurance to him. 

Claims are invaluable business-get- 
ters. The agent who is alert canvasses 
with a list of recent claim payments in 
his hand. Human nature has a large 
proportion of the element of curiosity 
in it, and this is never more active than 
when it is aroused about the affairs of 
a deceased friend or acquaintance. The 
knowledge that Smith left his widow 
$500 or $5,000 of life insurance will 
often influence a prospect to become a 
auick applicant. The payment of a 
claim is one hundred per cent proof of 
value in the mind of a doubting pros- 
pect. 

A rich and thoroughly legitimate field 
for solicitation is the relatives of a de- 


The One 
Reason 


ceased policyholder. They have seen 
life insurance in its shirt-sleeves. It 
means more to them right then than a 
mere piece of paper which calls for the 
payment of so much every week or 
every three months or every year. It 
represents money in hand at a time 
when money is sharply and urgently 
needed. The case is proved, and only 
the presence of an agent is required for 
them to prove their faith by their works. 
And the agent who knows his business 
will be there. 

The far-sighted agent makes friends 
for himself when he is completing the 
claim papers, by his tact and his human 
sympathy. He shows himself willing to 
do little services for the family of the 
deceased, which may bulk very large to 
them, because of their distress. He re- 
members, first of all, that he is a mem 
ber of the great human brotherhood, 





More 
Power 


To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 














HOME LIFE 


INSURANCE’ CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The 3 Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 1918, of 
which over Seven Hundred ou- 
sand was in dividends. The in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding is 
the assets show an increase of 
more than 4% and are now over 
Thirty-Six Million Dollars 


_ The total insurance in force was 
increased during the year 8.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars. 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 

















Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








THE BERKSHIRE LIFE INSURANCE CO, 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Azencies 
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IN THE CENTER OF THE U. S. A. 














Our geographical 
render exceptional service to our policy- 
holders and field force. 


Over $180,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 
M. E. SINGLETON, President 
St. Louis, Missouri 





is located a big, vigorous, and growing in- 
stitution of Life Insurance. 


location enables us to 
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EXCESSIVE TAXATION 

One of the contributing factors to the 
high cost of living is exorbitant taxa- 
tion. This fact is recognized by many 
of the leading economists of the day, 
including President Butler of Columbia, 
who in a talk at Santa Barbara, Cal., 
pointed out the need of an equitable re- 
vision of the income and excess profits 
taxes. 

“We need an equitable revision of the 
income and excess profits taxes,” he 
said, “not with a view of relieving 
wealth of its proper burden, but with 
a view of distributing these taxes so 
as to encourage business, promote em- 
ployment, increase production and so 
tend to decrease the cost of living.” 





A GOOD IDEA 


R. S. Paviour & Son, an enterprising 
firm of local insurance agents in Roches- 
ter, N. Y., has hit wpon a clever idea 
or obtaining legitimate and accurate 
publicity for insurance interests. It has 
done this by furnishing to the Rochester 
“Times” a column of insurance news, 
taken from insurance papers. The 
paragraphs are carefully chosen, and 
are aimed to create a demand for more 
insurance. The “Times” apparently was 
glad to get the information; it is 
well worth the space given; and the idea 
is one which other agents can adopt 
with profit to everybody. Little news 
is published in daily papers about insur- 
ance, most of it being in the nature of 
lawsuits, which always show the com- 
panieg as defendants, creating an im- 
pression that they figure too frequently 
in litigation. The Paviour plan would 
counteract this impression by present- 
ing insurance in its proper light. 





POLITICAL COMMISSIONERS 

The failure of the North Penn Bank 
in Philadelphia, carrying after it a long 
trail of financial scandal, again calls 
attention to the rottenness of a system 
of appointing state officials for political 
reasons. Charles A. Ambler, who as in- 
surance commissioner placed large sums 
of money in this obscure bank, some of 
it being funds of the Pittsburgh Life & 
Trust, of which he was then in charge 


as liquidator, was a glaring example of 
the political commissioner. It is no 
wonder that Governor Sproul, in an in- 
terview with a Philadelphia reporter, 
said: “I cannot understand why a man 
like Ambler was ever appointed insur- 
ance commissioner. He knew nothing 
about insurance.” No one else can un- 
derstand it either, and there have been 
many commissioners in Pennsylvania of 
Ambler’s stripe. They have been in 
large part responsible for the type of 
insurance supervision which in the past 
has permitted many insurance promo- 
tions which came to an inglorious end, 
and greatly undermined public confi- 
dence in insurance. This is all the 
more reprehensible in view of the fact 
that some of the most reputable com- 
panies in America are Pennsylvania 
corporations. Fortunately, for the 
cause of insurance the present commis- 
sioner, Mr. Donaldson, is an able state 
executive who is thoroughly honest. 

As far as the Boland financial transac- 
tions are concerned it is equally as sur- 
prising that the bunking commissioner 
was so lax in his supervision as to per- 
mit such a state of affairs. 


, 


GLASS RATES ADVANCED 
Rapid Rise in Cost of Replacement 
Makes Higher Premiums Necessary 
Throughout Country 





Plate glass insurance rates have been 
advanced in Ohio, Iowa, Minnesota, 
Tennessee and Michigan. Readjust- 
ment of the rates is now being made 
throughout the country. The advances 
are calculated to just about offset the 
known increase in cost of replacement, 


HIGH RENTS BLAMED 

Landlords’ liability claims are said to 
have increased noticeably in one cas- 
ualty office since the charges of rent 
profiteering have become general. Some 
risks that have not been considered at 
all bad have suddenly developed sev- 
eral claims. These have come mostly 
from the most crowded sections in which 
foreign population is particularly large. 
It has been considered necessary in a 
number of cases to get off risks because 
of this change in trend toward a higher 
loss ratio. This attitude on the part of 
tenants to get even with landlords for 
increasing rents is what might have 
been expected. As the people feel in- 
creased pressure by reason of increased 
cost of necessities the moral fabric is 
weakened, vindictiveness asserts itself 
and determination to get money, no 
matter by what means, grows. 








LONG ISLAND CITY AGENTS 

Emener & Heath, of Bridge Plaza, 
North Long Island City, have been ap- 
pointed Long Island City agents of the 
City of New York, succeeding Phillip 
Burkard. 





George W. Stuck, of Peoria, IIl., state 
agent of the American of Newark, has 
resigned to become vice-president of 
the newly organized Central Fire Office 
of Illinois, and will take active charge 
of the affairs of that organization, which 
will open offices in Chicago, Sept. 1. 
It will have the general agency for the 
western states for the American Equit- 
able, the Knickerbocker and the Manu- 
facturers, all of New York, its territory 
extending from the Pennsylvania line 
to the Rocky Mountains. The com- 
panies will apply for admission to the 
Western Insurance Bureau. Mr. Stuck 
is one of the leaders in the Illinois 
field, having traveled for the American 
for 15 years and built up a great busi- 
ness in his territory. He has been 
very prominent in association activities 
in the state. 


THE HUMAN SIDE OF INSURANCE 





Christian Bambach, who is the author 
of “The Rights and Wrongs of Auto- 
mobile Insurance,” the publication of 
which is begun in The Eastern Under- 
writer this week, is vice-president of 
R. C. Rathbone & Son, New York insur- 
ance brokers, and also a director in that 
firm. Mr. Bambach is one of the best 
posted men on automobile insurance in 
this country. (For ten years he has been 
handling the insurance affairs of the 
American Automobile Association, and 
he is also the American representative 
of the Royal Auto Club of London, Eng- 
land. He was one of the first men to 
tell automobile owners that the installa- 
tion of a fire extinguisher in an auto- 
mobile was a most desirable proposi- 
tion not only for preventing fires but 
that it was bound to result in a de- 
crease in rates, and he was active in 
this propaganda which became success- 
ful. Mr. Bambach is also a student of 
compensation rates. Outside of busi- 
ness, Mr. Bambach’s hobbies are farm- 
ing and golf. He owns a farm up-state. 
“Last year was my best with the farm,” 
he told some friends recently. “I lost 
less money on it than ever before.” 


Guy Potter Benton, whose resignation 
as president of the University of Ver- 
mont was accepted last June, during 
commencement week, is to be connect- 
ed with the New York Life as vice- 
president. He has gone to New York 
to complete arrangements to assume 
his new duties about September 1. 
Darwin P. Kingsley, president of the 
company, is one of the influential mem- 
bers of the board of trustees of the 
University of Vermont, and a strong 
supporter of President Benton during 
the eight years he was in office. 
Dr. Benton returned to this country 
late in July from Coblenz, Germany, 
where he had been working since Jan- 
uary, 1919, as educational director for 
the 8rd (occupation) army. Prior to 
that service he had been one of the 
directors of the Y. M. C. A. work in 
France since the summer of 1917. He 
has been absent from his duties as 
president of the university since that 
time, on leave of absence. He will 
make his home at Evelyn Lodge, St. 
George, Staten Island, N. Y. 


T. M. Donaldson, who is now with the 
General Accident agency in Brooklyn, 
was formerly with the Maryland Cas- 
ualty office in New York and later went 
to Philadelphia for the General. 











Cc. J. Stephan, who takes charge of 
the automobile department of the Sun 
and the Patriotic, served in 1916 in the 
Connecticut Cavalry, Troop B, on the 
Mexican Border and again in 1918 when 
he attended the Field Artillery C. O. T. 
S. at Camp Taylor. 


W. B. Tomlinson has been appointed 
assistant manager of the Travelers In- 
surance Company of Hartford for the 
Province of Ontario, headquarters To- 
ronto. For the past four and a half 
years Mr. Tomlinson has been Head 
Office representative in the Accident 
Department, covering the United States 
and Canadian fields. For eight years 
previous he was connected with the 
Ontario branch office as special agent. 

* * & 


Sidney Curtis, of Boston, who is a 
Harvard graduate, after some exper: 
ience in advertising work became con- 
vinced that there was an opportunity 
in the life insurance field for the best 
kind of social service work; so on 
July 9, 1917, he became associated with 
the Equitable, entering the Boston of- 
fice of General Agent Frederic W. Ful- 
ler. He made the 1918 Eastern Century 
Club during his first year, and almost 
qualified for the 1919 Half Million 
Corps. Mr. Curtis has established a 
large and growing clientele. He is con- 
vinced that every man should have a 
definite life insurance program, which 
should be carried out as his means per- 
mit. Mr. Curtis is constantly striving 
to improve his knowledge of life in- 
surance in order that he may give his 
clients increasingly valuable service. 

* a” * 


Job Hedges, counsel for the Associa- 
tion of Life Underwriters, is also re- 
ceiver for the street railway lines of 
New York City. When the police were 
being criticised by Receiver Garrison, 
of the Brooklyn Rapid Transit for al- 
leged sympathy with strikers and fail- 
ure to protect the conductors and motor- 
men from mobs, Mr. Hedges wrote a 
sharp letter to Mayor Hylan, saying that 
if there were a strike in Manhattan and 
the Bronx, as threatened, and the police 
did not afford protection, he would ap- 
peal to Governor Smith to have New 
York City officials removed unless the 
police were ordered to do their duty. 
This began an exchange of correspond- 
ence which furnished interesting read- 
ing. Mr. Hedges’ letter won wide ap- 
proval in many quarters. 

a a a 


William J. Hunt, of the sprinkler leak- 
age department of the Niagara, has re- 
turned to the office after several weeks’ 
illness from appendicitis. 

ae ” ok 


Charles R. Page, formerly general 
auditor for the Fireman’s Fund Insur- 
ance Company, has accepted a position 
as treasurer of the Atlantic Gulf and 
West Indies Steamship lines. During 
the war Mr. Page served on the United 
States Shipping Board. He will locate 
permanently in New York. 

o- * * 


President Charles E. Leippe, of the 
Mutual Fire Insurance Company of 
Reading, Pa., and officially identified 
with financial and industrial interests, 
is one of the principal organizers of the 
Manufacturers’ Association of Berks 
County, Pa., having for its purpose the 
encouragement, development and pro- 
tection of trade and commerce. 

7 ~ a 


E. H. Mathews, underwriter in the 
compensation renewal division of the 
Aetna Life, New York, has returned 
from France where he took part in the 
fighting. He was also an instructor in 
machine gunnery. 
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FIRE INSURANCE DEPARTMENT 











C. A. Gibson, Lawyer, 
“Blunderland” Expert 


AGENTS’ INVESTIGATING SCHEME 








“Merchants’ Trade Journal” Says 
Service Plan Started When Sub- 
scribers Found Payments Slow 





The National Association of Insur- 
ance Agents is investigating “the in- 
surance inspection department” of the 
Merchants Trade Journal, of Des 
Moines, Ia., which has the consummate 
nerve to tell its clients in every issue 
that the insurance agents of the country 
do not know their business, and which 
calls its fire insurance service—render- 
ed at so much per advice—“Experi- 
ence in Blunderland.” It now develops 
that the insurance expert who is em- 
ployed by the “Merchants Trade Jour- 
nal” is C. A. Gibson, an “actuary and 
attorney.” 

The Eastern Underwriter has written 
to H. C. Johnson, general director of 
the Merchants’ Trade Journal’s “ser- 
vice department,” asking how it start- 
ed this campaign; what authority it 
has for reflecting upon the agents of 
America and their work; and who its 
experts are. Mr. Johnson sends the 
following statement to The Eastern 
Underwriter: 

Merchants’ Trade Journal’s Statement 

“It is quite evident to us from your 
letter of August second that you have 
never had occasion to look over the 


actual policies which are being written. 
by agents in various parts of the coun- ~ 


try, or you would not be so positive in 
your statements in regard to the in- 
fallibility of these agents. 

“The ‘Journal’s’ attention to this 
matter was first called through some of 
our readers, who had a very distress- 
ing time in collecting on fire losses. 
We called in a man who was very high- 
ly recommended to us by a number of 
large associations as an ‘nsurance ex- 
pert to help us in these particular In- 
stances. 

“He told us that they were not pecu- 
liar at all, but were very common, and 
then proceeded to demonstrate it by 
taking up policies here and _ there 
throughout the country and showing us 
that the very errors that were the oc- 
casions of trouble in these cases, were 
repeated over and over, and as a re- 
sult of this, we took up the work of 
straightening out these policies. 

Advise Third Party on Insurance 

Transactions 

“We are not charging that insurance 

companies are unfair. But, we are 


simply saying this, that an insurance 
policy is a contract to sell a business 
under certain conditions and that no 
merchant would enter into a contract to 
sell his business unless it was very thor- 
oughly gone over by a lawyer or some 
other person in whom he had confi- 
dence. Therefore, he should not enter 
into a contract with an insurance com- 
pany drawn by an agent who has no 
chance of being the expert in his line 
that an attorney is in his, and the serv- 
ice which we render is worth the price. 

“We would invite you to look up the 
responsibility of the Merchants Trade 
Journal through R. G. Dun & Co. or 
Bradstreet’s,and in this connection we 
would also invite a comparison of the 
showing we are able to make in this 
particular regard with that you are 
making. 

“The Merchants Trade Journal publi- 
cations reach more merchants than 
any others in the United States. We be- 
lieve that we are quite fully advised in 
the premises when we make state- 
ments, and, inasmuch as we are op- 
erating for the benefit of our merchant 
friends, who are the assured in all 
cases, we feel that their commendations 
are sufficient answer to any criticisms 
which may be made upon our work by 
the insurance companies. 

“C, A. Gibson is at the head of our 
Insurance Inspection Service. He has 
seen years of service as actuary and 
attorney on behalf of the insured. 5ome 
of the largest manufacturers in the 
United States who had his services as- 
sure us that there is no man better 
posted with respect to the insured’s 
rights and privileges than Mr. Gibson, 
and his work with us has been very 


satisfactory, indeed.” 





GREEN MADE GENERAL AGENT 





Has Been With Niagara For Twenty- 
Seven Years—Started in Re- 
Insurance Department 





A. Ross Green has been appointed 
general agent for the New England De- 
partment of the Niagara Insurance Com- 
pany. Mr. Green, who has been with 
the Niagara for twenty-seven years, 
started in the position of assistant en- 
try clerk in the re-insurance depart- 
ment, and after being made head of that 
department he left and went into the 
electrical business. After five years he 
went back to the Niagara, on his return 
being placed in the underwriting de- 
partment. Later, he was made an ex- 
aminer. He held this position for over 
eighteen years, and then was given his 
present position. This promotion came 
at his return from a trip through the 
middle west. 


THE 
MARINE AND FIRE 
INSURANCE COMPANY, Limited 








UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 





NEW YORK 











; — HE AUTOMOBILE 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,2 16,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 








FIRE MARINE WAR RISK 
TORNADO WIND STORM MAIL PACKAGE 
i} RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
LEASEHOLD INLAND TRANSPORTATION 


| FLOATERS 
REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


a a 


PHOENIX 


Assurance Company, Ltd., of London 
(Established 1782) 


FIRE 


AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT AND CIVIL COMMOTION 
HEAD OFFICE FOR THE UNITED STATES. 

100 William Street, New York City 

















Percival Beresford, Manager 

















London ,° Lancashire 
Sire Insurance Co. Utd. 


OF LIVERPOOL, ENGLAND. 


























LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., L+d. of London 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia, Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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Certificates Tell Of 
Millions Covered 


SUGAR LOAN’S INSURANCE END 





How Johnson & Higgins Insured 
Sugar Syndicate Described in 
Cardenas Arbitration 





The Cardenas sugar loss controversy 
now being arbitrated before a board 
consisting of Charles E. Hughes, Robert 
J. Fox and Leo Levy, as printed in The 
Eastern Wnderwriter last week, is in 
teresting brokers in many angles, par- 
ticularly the Johnson & Higgins cover- 
age of the American Syndicate known as 
the Cuban Sugar Syndicate Corporation. 
It is only in a case of this sort that in- 
surance men generally, outside of the 
underwriters and adjusters immediately 
interested, can see the details of open 
cever forms, as each broker has his 
own particular form. 

For the sugar season of 1918 it was 
considered necessary, in view of ad- 
equate shipping facilities, that the 
Cuban sugar planters, producers and 
owners should receive greater finan- 
cial assistance than taey thought to be 
available in Cuba or from customary 
financial sources. The Cuban Sugar 
Syndicate Corporation was organized 
for the purpose of making loans to an 
aggregate amount if necessary of $100,- 
000,000. The gereral plan was that the 
loan made to each person or cor- 
poration should be secured by ware- 
house receipts for a certain number of 
bags of sugar which were to be valued at 
4.6 cents per pound, and loan made at 
the rate of 3 cents per pound. The bor- 
rower was to be charged 8 1/8 per-cent 
per annum interest ana was required 
also to pay the insurance premium to 
cover the risk of fire, war and explosion 
insurance. The policies would’ be 
secured and held by the Cuban Sugar 
Syndicate Corporation and would cover 
not only its interest as pledged, but the 
interest of all others in the sugar 
during the time that the Syndicate was 
interested, that is until the loan was 
paid off, or until the sugar was exported 
or water borne. The Czarnikow-Rionda 
Company, of New York, who controlled 
the sugar in the Cardenas warehouse 
as selling agent, decided to borrow $3,- 
000,000 from the syndicate and did so 
on May 8, 1918, the loan to be repaid 
in ninety days. 

When the Cuban 
Corporation came into operation ar- 
rangements for the insurance of all 
sugar which might be pledged to the 
syndicate were made by Johnson & Hig- 
gins, and they obtained an open cover 
reporting variety policy from several 
companies. The policies were lodged 
with Johnson & Higgins on account of 
all persons who might be insured there- 
by. The practice was that when su- 
gars were pledged as security for a par- 
ticular loan a list of such sugars was 
reported by the syndicate through John- 
son & Higgins to the companies and 
were then automatically covered there- 

. The only evidence of insurance 
protection which went to the sugar 
owners or borrowers was a certificate 
from the Cuban Sugar Syndicate Cor- 
poration which recited in substance 
that the syndicate had effected insur- 
ance to cover primarily the interests of 
the syndicate and also interests of 
others therein. The certificate speci- 
fied the number of bags, the location, 
the name of the borrower and the estate 
where the sugar had been produced and 
contained a further notation to the ef- 
fect that when the sugar was released 
from the loan the certificate must be sur- 
rendered and the premium (which had 
been charged in advance) would be ad- 
justed and the amount not earned re- 
turned. 


Sugar Syndicate 


STATE INSURANCE ON COTTON 


Bill in South Carolina Would Have 
Warehouse Commissioner Make 
Rates; $10,000 Limit 


Brokers who write cotton warehouse 
business are interested in a bill intro- 
duced in South Carolina to provide in- 
surance for warehouses operated by the 
State of South Carolina. The bill (Sen- 
ate Bill No. 172) declares that rates 
charged by insurance companies have 
not been uniform, but have been exces- 
sive, and provides that the State Ware- 
house Commissioner be directed to pre- 
pare a schedule of rates on warehouses 
and cotton stored therein, shall submit 
this schedule to the state officials and 
that no rate be promulgated without 
their written approval. 

The premiums shall be collected by 
the warehouse commissioner and remit- 
ted by him at the end of each month 
to the State Treasurer, and by him 
placed to the credit of the State Ware- 
house Commissioner and placed in a 
State Warehouse Insurance Fund. The 
premiums are to be assessed upon the 
same system now practiced in the State 
Warehouse and payment be made upon 
the daily average number of bales on 
storage so that the assessment shall be 
only for the time each hale of cotton is 
actually on storage and _ protected 
against loss by fire. No risk in excess 
of $10,000 will be taken. If in excess 
the bill provides that there be re-insur- 
ance “in one or more reputable com- 
panies.” The warehouse commissioner 
is to prepare a form of policy to be 
issued to the manager of each ware- 
house. Losses are to be paid out of a 
sinking fund. 

* ~ * 


Mutuals Get Cleveland Line 
The mutuals have obtained the insur- 
ance on the plant of the Van Dorn 
Electric Tool Company, at Cleveland, 
Ohic. ‘The insurance on the plant is 
estimated at about $300,000, and at pres- 
ent the stock companies only control a 
small line on a new building in the 
course of construction. 
* A * 
Blocking Traffic 
During the past week a new “enter- 
tainment” has been given to insurance 
mea along William Street. Every day a 
well-organized troup of urchins offers to 
scramble for pennies thrown into the 
road by the onlookers. If a nickel or 
a dime is tossed traffic is blocked. 
a * * 


Cc. G. Kievit Makes Change 

Charles G. Kievit, who has been with 
the North British & Mercantile for the 
past five years, is now with Montgom- 
ery & Fountain. At the time he left the 
North British, Mr. Kievit was an ex- 
aminer for New Jersey. In his new 
connection Mr. Kievit will assist in the 
management of the office and also do 
outside work. 


NEW YORK STATE DEPARTMENT; 


SUPERIORFIRE OF PA. 


CAPITAL FIRE OF N. H. | 
PERCY B. DUTTON, Manager, ROCHES' 


REPUBLIC FIRE OF PAY 
GEORGIA HOME OF GA, 














100 William Street 


SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 


New York, N. Y. 





Phones John 1167, 1168 














H. A. Smith, President 
G. H. Tryon, Vice-President 





National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1919, to New York Insurance Department 





LIABILITIES 
EE rT eee $2,000,000.00 
Funds reserved to meet all Liabilities, 

cnn Bh reer 12,099,026.56 
Unsettled Losses and other Claims 2,639,627.17 
Net Surplus over Capital and Liabilities 4,518,138.12 
Total Assets January 1, 1919........... kavenl $21,256,791.85 


F. D. Layton, Vice-President 
S. T. Maxwell, Secretary 


SURPLUS TO POLICYHOLDERS. eee eee ee + $9,980,020.79 


C. B. Roulet, Ass’t Secretary 
F. B. Seymour, Treasurer 

















Just say: 


“Insurance 
Man”— 


the open sesame 
te every courtesy 
within our power. 








Room with de- 
tached bath $1.50 
and $2.00 


Private bath $2.50 
and $3.00 


BREVOO RT Hotel 


Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mer. 











THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The Teal strength of an insurance com- 
Dany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 

R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE - 
Hanover Bldg., 34 Pine St. 


NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District ; 


100 WILLIAM STREET, NEW YORK 








40 CLINTON 8 STREET | 
Phone Market 6536 


JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST | 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 
FIRST 


SERVICE 





YORK 


| 80 MAIDEN LANE 
EW 
a John 4560 














PHILA ORL P RT A 








ADEQUATE | 
FACILITIES 


ALL LINES 





325 WALNUT STREET 


CLARENCE A. KROUSE & CO. 


LOCAL AND GENERAL AGENTS 


PHILADELPHIA, PA. 


SATISFACTION 
SERVICE 


ALL LINES 











PENNSYLVANIA NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 














EQUITABLE UNDERWRITERS of New York 
FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 
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J. J. Boland Called 
Some Hard Names 


RAKED OVER COALS 
Father Defends Him, Saying He Fell 
Into Hands of Robbers; 
Habits Criticised 
James J. Boland, who was head of the 
New York National which went down in 
the North Penn Bank crash in Philadel- 
phia, and who owes the bank more than 


BY PRESS 


$300,000, and who borrowed from the 
bank the morey with which he or- 
ganized the New York National and 
Seneca, has been receiving a terrific 
lashing in Pennsylvania newspapers, 
one of which, “The North American,” 
referred to him as the “real wrecker 
of North Penn.” He has been called 


some hard names by state officials. 

The newspapers are printing Scran- 
ton despatches, calling attention to Mr. 
Boland’s automobiles, his “luxurious 
apartment in New York,” and _ his 
method of living. 


Wife Treasurer of Company 

“While he didn’t drink he was known 
as an entertainer, the sky being his 
limit,” said State Banking Commission- 
er Fisher. His wife Nancy was named 
as treasurer of his Company; Russell 
Jores, a former Scranton bank attache, 
was secretary; and Harry’ Houck, 
brother of the city solicitor of Scranton, 
was vice-president. Mrs. Boland in a 
short time became a well-known figure 
on William Street. She is a woman of 
firm convictions, masterful manner and 
not a bit backward in telling what she 
thinks of things. 

Boland disappeared after the crash. 
tlis father, Christopher G. Boland, presi- 
dent of the Lackawanna National Bank 
and Lackawanna Trust Company, But- 
falo, is one of his defenders, as is his 
uncle, W. P. Boland, of Scranton. 

Father’s Defense 

“Jim is square,” said his father. “He 
got into the hands of robbers and in his 
youthful enthusiasm he _ overreached 
himself He expected that war-time 
financial conditions would keep up, and 
found himself in a tight corner as a re- 


sult of his enthusiasm. I saw Jim a 
week ago when I was in Scranton. He 
is not hiding from anybody. He has 


been busy trying to straighten out af- 
fairs of his two insurance companies. 
What could be better evidence of the 
way he is regarded than the fact that 
his business associates got together on 
their personal notes $129,000 to meet 
the demands of the New York State in- 
surance Oflicials that this amount be 
raised to cover alleged depreciation in 
the value of the New York Nationai’s 


stock and bond assets a few months 
ago? 
“The reason why he went to the 


North Penn Bank in Philadelphia for 
funds was because he could not get 
satisfactory accommodations in Buffalo. 
He had every right to believe that the 
North Penn Bank was sound when the 
bonding companies were willing to put 
up $450,000 bonds to secure the de- 
posits of the two insurance companies. 
The prime reason for the failure of the 
New York National was the New York 
State Department’s demand that the 
company secure over $100,000 last 
spring to cover deficiencies caused by 
the shrinkage in value of assets.” 
How He Met Bank Cashier 
Suverintendent Phillips said that Bo- 
land had met Ralph T. Moyer, the for- 
mer cashier of the North Penn, recently 
arrested, through a clerk named Jones 
who was employed by Boland. Boland 
was looking around for loans and he 
started borrowing in a small way at first 
froin Moyer. “Last March I told Mr. 
Boland that he was carrying too large 
deposits in the North Penn,” said Mr. 
Phillips. “He said that he was getting 
3% per cent interest, and that he con- 
sidered that better than buying securi- 


ties, im view of the fluctuations of the 
security market. 

“As late September, 1918, when 
bank examiners found the bank in diffi- 
culty, Boland opened an account for the 
Seneca. The fact that the bookkeeping 
at the bank looked bad gave John 5S. 
Fisher, State Commissioner of Banking, 
the impression that Boland and the 
cashier were in collusion. 

“It was the same impression that 
the National Surety Company, which in- 
sured the deposits received,” said Mr. 
Fisher. “If the National Surety had 
come across at once with the money the 
New York National might have weath- 
ered the storm,” he said. “It refused 
to do so, because it thought that Moyer 
and Boland were in cahoots.” 

With the $200,000 surety bonds paid 
by the surety companies the Seneca will 
be able to re-insure and still have a 
little surplus. 
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PREPARING LOUISVILLE PROGRAM 





Local Men Take Up Committee Work 
of Agents’ Convention Headed by 
A. G. Chapman 


The Louisville men named as chair- 
men in charge of arrangements at the 
annual convention of insurance agents 
in Louisville next October are all ac- 
tive in the business and many of them 
are well known to New Yorkers. A. G. 
Chapman is general chairman of the lo- 
cal committee, 1312 Starks Building, 
Louisville. The other local committees 
are headed as follows: 

Hotel: John H. Dickey. 

Finance: E. S. Tachau. 

Entertainment: D. D. Harris. 

Program: T. C. Timberlake. 

Badges: Austin B. Kinnaird. 

Publicity: John J. McHenry. 

Souvenirs: Frank H. Brown. 

Office and Registration: John 
Hennessy. 


M. 


MORE THAN $200,000 PLEDGED 

The New York Brokers’ Association 
is rapidly underwriting the amount 
necessary to protect the judgment ob- 
tained against it by the Manufacturers 
& Dealers Motor Underwriters, Inc., 
pending appeal of the case. Following 
trial in the lower court the directors 
personally put up $396,000 in securities 
and the members are now making their 
contributions to underwrite this amount. 
Wel! over $200,000 has been pledged. 


WILL REPRESENT VULCAN 


The United States Brokerage Com- 
pany, New Brunswick, N. J., has, 
through its president, R. S. Britton, 


been appointed New Jersey general ag- 
ent for the Vulean Fire, New York. 
Charles P. Gillen & Co., has been se- 
lected local agent in Newark. 
NIPPON GETS ITS LICENSE 

The Nippon Fire of Tokyo, has been 
licersed for fire and marine re-insur- 
ance. Fester, Fothergill & Hartung, 123 
William Street, New York, is the 
United States representative. 
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To Allow Automobile 
Embezzlement Cover 


STATE OF WASHINGTON RULING 
Conference Explains Collision and 
Property Damage Manual; Pacific 

Coast Rate Revision Planned 
Advices are that the insurance 
partment, State of Washington, will al- 
low automobile companies to write em- 
bezzlement there. The 
partment had held that embezzlement 


de 


insurance de- 


insurance is not the same as theft in- 
surance and that legally fire com- 
panies might not write embezzlement 


unless their charters provided specifical- 
ly fur that. But on receipt of a letter 
from an eastern department declaring 
that theft and embezzlement (con- 
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version) are synonymous, the Washing- 
ton department reversed itself. 

The Conference is directing attention 
to General Rules 6 and 6a, pages 34 anid 


35, Collision and Property Damage 

Manual. From inquiries it would appear 

that some interpretation is needed for 
the last sentence of rule 6a reading 

“If the list price is incorrectly list- 

ed therein or has been recently 


amended by announcement of the 
automobile manufacturer, the correct 
or amended list price shall be used.” 
In this 
says: 


connection the Conference 

“This sentence can only refer to the 
current year models in view of the fact 
that the latest list prices for the older 
models are printed in the List Price 
Book and are not subject to change. 

“The premium for collision insurance 
should be determined as explained in 
the first part of rule 6a and should not 
be confused with the method of arriving 
at the rate and premium for fire and 
theft insurance as explained in the con- 
ference rate sheet and particularly 
called to the attention of companies in 


circular No. 265 (to all companies No. 
i38).” 
The national rate committee of the 


Conference will meet August 19 to dis- 
cuss proposed new rates for the Pacific 
Coast. Rates in that territory were not 
changed with those of the rest of the 
country last March. The new Pacific 
t rates will reflect the experience 
1918. 


Coa 
of 1917 and 


NEW BRONX MANAGER 


Frank J. McNulty has been made 
branch manager for the Bronx, for the 
Northern Insurance Company of New 
York. His office is located at 1923 
Arthur Avenue. 


DISSOLVE SICKLEMORE LLOYDS 

The Lloyds syndicate headed by H. G. 
Sicklemore hus been dissolved. Mr. 
Sicklemore is retiring. 
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Beach Withdraws His 
First Re- Insurance Bid 


COMPANY TO BE RESOLD SOON 


tas Never Told Names of Associates; 
Couldn’t Get Syndicate Together; 
Bid $785,000 


Stock of the First Re-insurance Com- 
pany, Hartford, is to be resold by the 
Enemy Alien Property Custodian, 
Goodwin Beach having withdrawn his 
bid. The sale will take place in Sep- 
tember. Mr. Beach had difficulty or- 
ganizing a syndicate to take over the 
stock and the time for completing the 
transaction was extended twice. The 
price bid for the stock was $785,000. 

From the start Mr. Beach has refused 
to give any information regarding his 
associates in his undertaking. His bid 
was made over one of $780,000 made by 
Ferdinand Richter, of Hartford, and 
one of $725,000 by Judge Joseph P. 
Tuttle, acting for clients. Mr. Beach 
secured several extensions as to the 
time specified for qualifying as a pur- 
chager, the last being made on June 26. 

When Beach found difficulty in mak- 
ing good on his bid he invited various 
men who had shown interest in the 
property to come into a syndicate with 
him. One of these was Judge Tuttle. 
After the company was taken over by 
the government, A. Mitchell Palmer, 
then alien property custodian, invited 
businesss men in whose patriotism there 
was no question to serve as directors 


in the company. Of the original board . 


of thirteen directors only four were re- 
tained. Herbert H. Stryker, formerly 
vice-president and secretary, was made 
president of the company. Among the 
new directors was Mr. Tuttle, who pur- 
chased a share of stock and became a 
director and later vice-president of the 
company, serving without pay. 

While acting in this capacity and 
later when in June he negotiated for 
the purchase of the property for clients, 
he became interested in the possibilities 
of the concern and in keeping it in 
Hartford. Pecause of this interest he 
was willing to consider Mr. Beach's 
proposition when the latter came to him 
some time after the sale and asked him 
to come in with him. While unable to 
do this in the name of his clients, he 
agreed to do so on his own responsibil- 
ity. He was later informed by the new 
alien property custodian, Francis P. 
Garvan, that it was a policy of the de- 
partment not to allow any of the direc- 
tors invited by the custodian to act 
temporarily to buy or be in any way 
connected with the purchase. Seeing 
that he could not continue as a backer, 
Mr. Tuttle sent a letter to Mr. Beach 
notifying him that he would have to 
withdraw. He offered to do anything 
possible to relieve Mr. Beach of any 
embarrassment his withdrawal might 
cause him. 

It has been generally considered here 
that E. 5. Goodwin has been interested 
in the purchase of the company. When 
asked if he was one of the men in Mr. 
Beach’s syndicate, he did not deny that 
such was the case, but he said he did 
not feel at liberty to speak in the mat- 
ter without the consent of Mr. Beach. 
He refused to disclose the names of the 
men associated with Mr. Beach. He 
said he did not know the reasons why 
Mr. Beach withdrew his bid, if such a 
report was true. 

Inquiry into the standing of the com- 
pany as an investment brought out in- 
dications that it was perfectly sound 
and was a valuable asset to the pros- 
perity of the city. Most of the directors 
are convinced of the worth of the com- 
pany and while they had no knowledge 
as to the future disposition of it they 
showed considerable interest in the 
question and indicated their desire to 
stand by the concern. Meigs H. 
Whaples, one of the directors, was less 
positive concerning its future. He said 
he had tried to resign as director but 
his resignation had not been accepted. 


NEED MORE INFORMATION 


Outside Men Not. So Well Informed 
About Risks as They 
Should Be 


Certain fire insurance companies 
which do a large volume of outside re- 
insurance, are beginning to complain 
about the small amount of information 
that the outside man is able to give 
them concerning a risk. They claim 
that this situation is disadvantageous 
from the standpoint of the company 
trying to place the line, as well as the 
company willing to take it. Each out- 
side man should carry with him all the 
information on a risk that the company, 
desirous of obtaining re-insurance, has. 
Data such as inspections, surveys and 
mercantile reports, should be given the 
outside man. In many cases an exam- 
iner would accept a line if he knew 
more about it, so that the companies 
actually lose by not supplying the plac- 
ers with this information. 


STRIKE NOT SERIOUS 


When the B, R. T. strike broke out 
in Brooklyn last week some automobile 
adjusters saw possibilities of an ava- 
lanche of collision claims. So far as 
known no deluge of losses resulted. Of 
course there were some _ additional 
claims but not enough to be noticeable. 
There was all sorts of abuse of the 
passenger carrying restriction. These 
will be dealt with as the various claim 
departments may see fit. The casualty 
companies were kept busy attaching in- 
dorsements. 


LECTURES DEFERRED 


The committee appointed to arrange 
for the proposed joint lecture course by 
the Insurence Institute of America and 
the Insurance Society of New York, 
recommended that action be deferred. 
It was thought that this is a poor time 
to start the course as so many office 
forces are passing through a transition 
period of readjustment during which 
the turnover is large. 


PUTNAM BACK FROM FRANCE 


H. H. Putnam, former secretary of the 
National Association of Insurance Ag- 
ents, returned from France this week 
on the “Northern Pacific.” He has 
been with the Y. M. C. A. overseas. 
He is now in Harvard, Mass. 


GETS OFF CADILLAC LINE 

The British & Foreign Marine has re- 
tired from the Cadillac Automobile line 
in Cleveland, and the Automobile of 
Hartford, which resigned from the Con- 
ference because of the manner in which 
that business was obtained, has with- 
drawn its resignation. 





WRITING GRAIN AGAIN 

Revival of grain insurance writing in 
New York State is noticeable. This is 
in demand, as shown by the rates ob- 
tained. One broker placed $125,000 on 
six risks, premium 2.99 for six months. 
The revival in the business is owing to 
relinquishment of government control. 


NEW SUBURBAN SPECIAL 


Clarence A. Moore, formerly with the 
Yorkshire, has been appointed a special 
agent for the Glenns Falls for the sub- 
urban territory of New York, headquart- 
ers in New York City. 








NEW NIAGARA SPECIAL 


It, is announced that the Niagara has 
appointed W. E. Collins as its special 
agent for Iowa and Nebraska, succeed- 
ing Clifford Watson, who recently died. 
Prior to going in the army, Mr. Col- 
lins was with the Newark Fire. 





PENNSYLVANIA UNDERWRITERS 

On December 31, 1919, the Western of 
Pittsburgh will retire from the Pennsyl- 
vania Underwriters, 


“The Leading FIRE [INSURANCE Co. of America” 
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WM. B. CLARK, President 
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The Rights and Wrongs 


of Motor Car Insurance 








By Chris Bambach, Vice-President of R. C. Rathbone & Son 








Insurance has become a highly tech- 
nical subject. Since legislatures have 
taken to dabbling with it, and commis- 
sions have been appointed to alter 
many of its old-time vagaries, it has 
become about as complicated as law, 
and no layman can keep informed of 
the laws and restrictions which frequent- 
ly affect his policies. There are, how- 
ever, a number of conditions which any 
policyholder can understand and which 
every policyholder should know, and, in 
so far as they apply to the various forms 
of automobile insurance, a knowledge 
of them will prevent many losses which 
otherwise would have to be assumed 
by the assured. 

Fifteen or twenty years ago, many 
insurance companies had a none-too- 
good reputation, which was not entirely 
undeserved. But during the last ten 
years has come the realization that 
good will is an all-valuable asset, and 
the companies are now most anxious 
that the assured should understand all 
the conditions of his contracts and live 
up to them, Jn this way misunderstand- 
ings are avoided, losses are minimized 
and reductions in rates will be made 
more often. 

It’s an old story in insurance circles 
of the village cut-up who went to a local 
agent and insisted an insuring his coal 
pile against fire. To his surprise a pol- 
icy was issued to him, and the premium 
collected. The following spring he noti- 
fied the agent that his coal had been 
burned up and he wanted the fifty dol- 
lars insurance he had taken out on his 
ten tons. The agent declined to enter- 
tain the claim and the man threatened 
suit. He became very humble, however, 
when it was explained to him that he 
had been guilty of incendiarism and 
could be successfully prosecuted for 
attempiing to collect insurance on some- 
thing he had intentionally destroyed. It 
was only a particularly flagrant disre- 
gard of the terms of the contract into 
which the assured had entered. 

Car Owners Are Natural Prey 

It is doubtful if the average man rea- 
lizes the responsibility he assumes when 
he operates an automobile. The records 
of insurance companies show thousands 
and thousands of cases where not only 
was the driver blameless, but often the 
cause of the accident was entirely be- 
yond his control. The habitually care- 
ful driver—the man who never takes a 
chance—may be, and often is, obliged to 
defend a suit because a pedestrian was 
careless. In fire or theft the worst that 
can happen is the loss of the car, but in 
case of a personal injury the owner of 
the car may lose many thousands of 
dollars besides the expense of defend- 
ing the suit. 

But whether the car owner is at fault 
or is not, there are certain ways of ob- 
taining cr helping to obtain justice. 
Many men who carry liability insurance 
are disposed to treat even a serious acci- 
dent as something of little account be- 
cause they feel that their insurance will 
protect them. It will, to the extent of 
the policy, but if it is a five-thousand- 
dollar policy and the verdict is for 
twenty thousand, the policyholder is 
out of pocket fifteen thousand dollars. 


How the Car Owner Makes a Costly 
Mistake 


One of the serious mistakes that is 
made every day is the unintentional 
assumption of liability after an acci- 
dent. A small boy darts from behind 
an ice wagon and directly in front of a 
car which, though traveling well within 
the speed limit, cannot be stopped be- 
fore it has hit the boy and passed over 
and broken one of his legs. The driver 
of the car stops immediately, receives 
the assurances of several passersby 


HE TUTTLE Pe Ee Ee 0 


that he was not to blame, picks up the 


urchin and rushes him to the hospital, 
where he gives instructions to take the 
best care of the child and he, the driver, 
will foot the bill. Later, the mother of 
the lad claims recompense for the loss 
of the boy’s services. Mr. Car Owner 
realizes that he was not at fault, but 
rather than have trouble with the wo- 
man and be put to the necessity of find- 
ing the witnesses, whose names he had 
neglected to write down, he gives her a 
hundred dollars and takes a receipt in 
full of all claims against him, and he 
believes the case closed. 
Humanity as a Foundation for Damages 

It is, until the boy comes of age, 
which is to say until his twenty-first 
birthday, but as soon as he has become 
twenty-one he brings suit for say fifty 
thousand dollars for the broken leg, the 
consequent sufferings and for the per- 
manent partial disability with which he 
has since been handicapped. In defense 
is produced the release signed _by the 
mother; it’s not worth the paper it’s 
written on, because no court had ap- 
pointed her as a special guardian of her 
son in this matter. Then the car owner 
finds that the release, the fact that he 
authorized the hospital care and paid 
the bills, and in short that he let his 
heart rule his head, had supplied the 
complainant with the strongest kind of 
evidence of the defendant’s liability and 
there is absolutely no iegal defense to 
the action. It resolves itself into “how 
much?” and the shyster lawyer, who 
has kept-the case in mind from the day 
of the accident until the day of the suit, 
and who is vitally interested in the 
size of the verdict, can be relied upon 
to do his bit in influencing the jury into 
“teaching a lesson to this man of 
wealth who rides roughshod over this 
poor, defenseless working boy, whose 
pitifully small earnings,” et cetera. It’s 
an old story that works like a brand 
new One every time it’s used. 

Now what should have been done is 
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this: The driver should have seen that 
the victim had attention. but should not 
have guaranteed the payment of the 
bills. He should have secured the 
names of witnesses, whether or not 
their statements favored his side of the 
story, and should have immediately 
notified his insurance broker and then 
left the rest to him. The broker would 
have asked him for all the information 
that wes desired and would have pro- 
tected him in the steps which followed. 
After the case had been legally settled 
and a release secured, then, if the own- 
er wanted to indulge in additional com- 
pensation, was the only time when it 
became safe to become philanthropic. 

“Injury to Persons,” What It Covers 

The insurance which covers a case of 
this sort is liability insurance and af- 
fords relief from financial loss resulting 
from real or alleged claims brought 
against an owner as a result of bodily 
injuries or death. Contrary to the gen- 
eral impression, this form of policy cov- 
ers not only the owner of the car, but 
protects anyone who may be operating it. 
The earlier liability policy provided for 
un extra premium if coverage was de- 
sired for a person or persons other than 
the one to whom the policy was issued. 
Liability policies protect from paying 
any damages up to the limits mentioned 
in the policy, usually $5,000 for one 
person injured or $10,000 for all the 
persons injured in one accident. In 
view of the recent tendency of juries to 
award large verdicts, policies with 
higher limits than those quoted are 
advisable. 

What the Company Pays 

In addition to paying the final ver- 
dict up to the amount of the policy, the 
company is bound to investigate all 
cases; to conduct any negotiations for 
the settlement of or in contesting any 
claims; to defend any suit which may 
be brought; to pay all expenses incurred 
for investigation, negotiation or de- 
fense; to pay all costs taxed against the 
owner in any legal proceeding; to pay 
interest accruing after entry of judg- 
ment and even to reimburse the policy- 
holder for the cost of such immediate 
surgical or medical relief as shall have 
been necessary at the moment of the 
accident. 

Some Things the Policy Does Not 

Permit 

In view of all that the company agrees 
to do in behalf of the assured, it surely 
is only fair that it insists on his com- 
plying strictly with the wording of the 
contract into which it has entered with 
him. But whether he likes it or not, 
his liability policy becomes null and 
void: 

If the car is used for any other pur- 
poses than those mentioned in the pol- 
icy. Driving for recreation and all or- 
dinary business uses are, of course, cov- 
ered. 

If the car is driven or manipulated 
by any person in violation of law as to 
age, or if there is no legal age limit, un- 
der the age of sixteen years. 

If the car is driven in any race or 
speed test. 

If tife car is used outside the limits of 
the United States and Canada. 

In accepting the policy the assured 
further agrees to give the company im- 
mediate written notice of the accident; 
to forward to the company any sum- 
mons or other papers that may be 
served; to permit the representative of 
the company to inspect the car; not to 
assume any voluntary liability and to 
refrain from incurring any expense 


other than for immediate surgical 
relief. 
Always Get Names and Addresses of 


Witnesses 

While not a part of the policy condi- 
tions, the prudent and usually most ef- 
fective conduct is: 

To stop your car and give your name 
and address if requested, get names and 
addresses of all witnesses to the acci- 
dent whether favorable to you or not. 
Be humane, but don’t talk and don’t 
argue. Don’t promise anything or as- 
sume obligations of any kind other than 
immediate necessary surgical relief if 


required. You probably will be sued 
anyway, no matter what you do. 
Chauffeurs Should Be Insured 

A phase of liability insurance which 
the general public usually overlooks and 
which frequently is a cause of trouble 
and financial loss is the clause relating 
to chauffeurs. An employe is not cov- 
ered by the policy unless he is specifi- 
cally included by a separate endorse- 
ment. It often happens that a car own- 
er carrying liability insurance has 
taken out his policy at a time when he 
had no intention of employing a chauf- 
feur. Later he engages someone to 
drive his car, but neglects, usually 
through ignorance, but sometimes 
through carelessness, to have the chauf- 
feur included in the existing policy. An 
accident occurs and the employe obtains 
a verdict against his employer, who 
finds, too late, that he has no protection 
against a claim of this sort. The chauf- 
feur could have been covered by the 
assured’s cbtaining the endorsement at 
an additional cost of two and one-half 
dollars. In some states the State Com- 
pensation Law provides for the chauf- 
feur, in others it does not, but until the 
Supreme Court of the United States 
hands down a decision as to whether or 
not a chauffeur is a domestic servant, 
the safest way is for the employer to 
have him included in the policy. 
The Insurance Broker is the Insurance 

Counsel 

As comparatively few people secure 
their policies direct from the company, 
by far the greater number being ob- 
tained through brokers, there is one 
rule which practically covers all the 
foregoing and that is: Immediately after 
the accident, notify your broker and 
then sit tight and let him handle your 
case. His standing and experience 
should be your guarantee of satisfactory 
service and he will fulfill in your be- 
half all the conditions relating to noti- 
fication imposed by the company in 
which you are insured. He does this 
without a penny of cost to you and 
bears the same relation to you in mat- 
ters pertaining to insurance that your 
lawyer does in legal affairs. He is your 
insurance counsel and serves you with- 
out cost. 

(To Be Continued) 


Prohibition and 
Insurance Dilemma 
(Continued from page 1) 

which have an indeterminate or 

even no value under the conditions 

of possible subsequent legislation? 

3d. How would the actual valua- 
tion of the loss be determined, in 
case one occurred? 

4th. Upon what basis of valua- 
tion could a policy be issued under 
any circumstances at the preseni 
time? 

5th. Is it not eminently more 
just to the policyaolders of a com- 
pany, for that company to decline 
to issue to them policies which 
might subsequently become impos- 
sible of adequate adjustment? 

Not Academic or Theoretical Queries 

These queries are not academic or 
theoretical. They are actual conditions 
which confront several well known com- 
panies at this very moment and it is 
desirable that some consensus of opin- 
ion be arrived at quickly. 

The Home Insurance Company of 
New York, anticipating this very di- 
lemma, some time ago issued advices to 
its representatives against accepting or 
yvresenting requests for renewals, and 
regardless of such advices has received 
many communications from its agents 
pleading for exceptions to this ruling. 

The Home believes that its action will 
in the long run justify the continued 
confidence of its former policyholders in 
this particular line, as they enter new 
fields of industry. 

The Home’s Opinion 

In view of the present industrial con- 
fusion rife throughout the entire coun- 
try, and the uncertainty of the status of 
vrohihition until at least some finel 
definitive word is received from Wash- 
ington, the Home inclines to the opinion 
that renewal of policies covering prohib- 
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ited alcoholics, and acceptance of 
premiums based on fictitious valuation 
at this time is unjust to those to whom 
such policies may be issued, may be im- 
possible of proper adjustment at any 
time, and further believes that it does 
not require an abnormal amount oi 
imagination to foresee a tangle of pos- 


sible future legal actions arising out of 
such ill-advised issuance of renewals or 


new policies on “wet” goods coming 
under the provisions of present prohi- 
bition legislation. 


We should be glad to learn through 
these columns the views of other insur- 
ance interests on this important phase 
of the prohibition question. It is one 
which every insurance company must 
face, perhaps is now facing, and some 
concurrence of action would appear de- 
sirable at this time when public confi- 
dence is so easily moved. 


INCORPORATE IN NEW BRUNS- 
WICK 


A certificate of incorporation has been 
filed by M. F. Ross, Jr., Inc., which will 
have insurance offices in the National 
Bank of New Jersey Building, New 
Brunswick. The incorporators are M. 
F. Ross, Jr., George R. Morrison, Miles 
Ross and Vivian C. Ross. 
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Ohio Millers To 
Enter This State 


SQUIRE CO. GENERAL 





AGENTS 





Policies Issued on Cash Plan, Without 
Assessment or Dividend Features; 
W. H. Clark’s Ideas 





The Ohio Millers Fire Insurance Com- 
pany. of Canton, O., has made applica- 
tion to the New York Insurance Depart- 
ment to enter this state. The Squire 
Co., Ltd., has been appointed general 
agent for New York State, and some 
other territory in addition. 

The Ohio Millers started to do busi- 
ness thirty-three years ago with a mu- 
tual charter to write fire insurance, and 
at that time holding its business prin- 
cipally to flouring mills throughout the 
country. 

Its list of members was strong and 
the directory was made up of some of 
the best known milling men of Ohio, but 
there was little cash when the books 
were opened to do business. 

William H. Clark was its first secre- 
tary and he contended then, as he does 
now, that it cost as much money to 
handle a premium of $20 as one of $200, 
and that if an average could be secured 
on risks of $10,000 each, the company 
was just as safe as it would be if it 
had an average of $2,000 lines. He, 
therefore, started to create an average 
on $10,000 lines; i. e., policies that would 
be subjected to not more than $10,000 
in any one fire or on any one loss. He 
not only contended that he was right 
in writing large lines on a risk if any- 
thing were written, but that he would 
write the same line on a flouring mill 
without any protection as he would on 
a sprinklered flouring mill with every 
protection. The differences in rates 
made him safe in accordance with his 
ideas. 

Lines $25,000 Subject to a Loss 

The Squire Co., Ltd., said this week 
to The Eastern Underwriter: 

“That same principle has been carried 
out through all these years and today 
the Ohio Millers has not one risk on its 
books that any other company has any 
connection with. That is, he re-insures 
no business with anyone nor accepts 
any re-insurance from anyone. His 
lines are $25,000 subject to a loss. The 
moral hazard must be good, the line 
must carry at least $100,000 of insur- 
ance, and, if the rate is right, he will 
write just as much on the risk with ex- 
treme fire hazard as he will on a risk 
where it is contended that the fire haz- 
ard is extremely low. This on account 
of construction, automatic § sprinkler 
equipment, etc. In other words, he does 
not line his risks on account of the haz- 
ard, but his average extends over all 
and the rate evens the average. 

“In thirty-three years the Ohio Mill- 
ers Fire has never had a suit in court. 
It has had but one contested claim. The 
Ohio Millers expense ratio has never 
gone over 20 per cent in any one year. 
Its average expense ratio has been less 
than 18 per cent. The policies written 
by that company on the cash plan of 
over $1,500,000 in premiums is handled 
at the Home Office by eleven persons. 
This includes tthe officers. 

“William H. Clark, the secretary, is 
a stickler for prompt collection of pre- 
miums and will allow no premium to be 
outstanding over sixty days on any pol- 
icy. He has never taken any reduction 
on account of cash payment. He never 
has taken advantage of the sixty-day 
clause for the payment of losses. Going 


back over the loss books of the Ohio 
Millers it can be shown that 95 per cent 
of the losses paid in the last ten years 
have been settled within three days 
from the date of the receipt of the proof 
to the mailing of the check in return. 
Probably 90 per cent of the losses of the 
Ohio Millers are paid within twelve 
hours of the date of receipt of proof 
without any charge for cash payment.” 

The Ohio Millers Fire Insurance Com- 
pany was examined by the Ohio Insur- 
ance Department in June of this year 
bringing the examination down to and 
including June 31st, 1919, showing a 
surplus of $2,000 short of a million dol- 
iars. This net cash surplus has all 
been earned. 

This company has never entered New 
York nor has made application to do so 
until at this time. The Squire Company, 
Inc., which has represented the Ohio 
Millers in other states for the past two 
vears, has been appointed general ag- 
ents. It will have no connection in any 
way with the mutual department of the 
Ohio Millers Fire Insurance Company. 
The policies issued by the Squire Com- 
pany, Inc., are all on the cash plan, no 
assessment features or dividend pay- 
ments connected. 

The Squire Company, Inc., has done 
a large business for this company for 
the past two years. 





TRAVELERS TEAM OUT 


Quits Local Insurance Baseball League; 
Has Been Center of Interest 
For Some Time 

The Travelers baseball team has re- 
signed from the baseball league because 
of differences with other teams, and the 
refusal of the league to accept a propo- 
sition advanced by the Travelers team. 
This action is the culmination of con- 
troversy for some weeks. Some time 
ago members of the league claimed that 
the Travelers was violating league rules 
regarding semi-pros. This was denied. 

Last Saturday the Travelers nine 
played the team of Osborn & Co. and 
during the game a question arose con- 
cerning the fact that the first base was 
loose, and being moved from its proper 
place. Then the team of the Travelers 
made this suggestion to the league: If 
they won the pennant nothing further 


would be said about last Saturday’s 
game, but if that game stood between 
them and the pennant it should be 


played over on account of the disagree- 
ment. This proposition was refused by 
the league, and the ‘Travelers’ team 
verbally announced its resignation. The 
Osborn team is still in the lead. 


AMSTERDAM PRESSURE 








It’s Perfectly Satisfactory, Say A. T. 
Heusen & Son, Local Agents 
in That City 


In discussing water pressure at Am- 
sterdam, N. Y,, A. T. Van Heusen & 
Son, local agents, said to The Eastern 
\inderwriter this week: 

“The Amsterdam tire pressure Is 
from 85 to 120 pounds by gravity, with 
+ 90,000,000 gallon reservoir about 200 
feet above the city, which is properly 
filled the whole time. 

“The Amsterdam water pressure, 
course, had nething ta do with 
recent Sharon Springs, N. Y., fire.” 


of 
the 





APPOINT H. J. FLANAGAN 
Harry J. Flanagan has been appointed 
the Long Island City agent for the 
Michigan Fire & Marine. Mr. Flanagan 
is located at 498 Steinway Avenue, 
Long Island City, L. I. 
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STAMPING BUREAUS 
Fewer Complaints From Agents Than 
Formerly—Demand For Minor Cor- 
rections Has Caused Complaint 
A general impression prevails along 
the Street that the criticisms aimed at 
the stamping bureaus by the agents are 
eis niga irae inte Pcp gE General Insurance Agents 
lessening. There has always been com- 
plaint from the agents about these bu- Surplus Lines Accepted Up to 
reaus, but it seems as if the agents are $500,000 
beginning to realize that the stamping 
bureau is a valuable asset to the live 
and wide-awake agent. The functions Represent 
of the stamping bureaus vary in differ- Eighteen Companies 
ent States. In some the stamping bu- 
reau not only inspects and criticises the 
daily reports, but also formulates the 
rates. The general rule is that each 411-13 WALNUT ST. 
agent in a specified territory must send PHILA.. PA 
all his daily reports and endorsements ” 
through the stamping bureau. In this 
bureau the reports are carefully inspect- they have often been in the habit of 
ed as to form, rate and premium. When riticising the bureaus whenever the 


an error is detected the bureau forwards 
a correction slip to both the agent and 
the company. From there the pro- 
cedure varies. Some bureaus continue 
to send notices until the error is cor- 
rected. while others content themselves 
with the first slip, and leave it to the 
company to see that the error is recti- 
fied) An agent who is anxious to learn 
can get a good deal of information by 
corefully watching the corrections, and 
seeing that they are promptly attended 
to. fecause many of the corrections 
seem of minor importance to the agent, 


opportunity was offered. 


PHILADELPHIA APPOINTMENTS 

The following agency appointments 
have been made in Philadelphia: Wm. 
lL. Bradway, Inc., for the Importers and 
Exporters, of New York; J. Howard 
Brown & Co., for the Importers and Ex- 
porters, of New York, and the Hawkeye 
Securities Fire, of Des Moines; Inter- 
state Insurance Agency for the Excel- 
sior, of New York; and B. D. Prince for 
the Guardian Fire, of Salt Lake City. 
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MARINE DEPARTMENT 








Mexico--Theft and Pilferage 
Losses Cause Heavy Claims 
And Are Made Basis for 
Newspaper’s Libelous Charges 


In its last issue The Eastern Under- 
writer published the comments made by 
the Philadelphia “Public Ledger,” rela- 
tive to wu report covering payment of 
theft and pilferage claims incurred on 
shipments destined to ports and places 
in Mexico. ‘The headlines of the Phila- 
delphia paper, to say nothing of the 
text of the article, are pretty close to 
a libel on the entire marine underwrit- 
ing fraternity, and the writer of the re- 
port as well as the headlines displayed 
an astonishing amount of ignorance of 
marine underwriting and marine under- 
writers; nor did he have much knowl- 
edge of the enormous claims which are 
daily being presented to marine under- 
writers in New York City and which are 
being paid promptly, if those claims are 
in accordance with terms and condi- 
tions of the policy of insurance for 
which the underwriters are liable. 


Following the publication of the first 
article another appeared, which may be 
accepted as a weak-kneed apology for 
the first article, but the original attacks, 
which was really against the entire un- 
derwriting fraternity, were not fully 
withdrawn or retracted, justice not 
being given to underwriters. 


Theft and Pilferage Losses 


In these columns from time to time, 
I have commented on the fact that un- 
derwriters are daily receiving enor- 
mous theft and pilferage claims; not 
alone from Mexico but from all quar- 
ters of the globe, including domestic 
shipments made in the United States. 
't may be barely possible that some of 
the young underwriters have in the 
past accepted the risk of theft and pil- 
ferage on shipments destined to Mex- 
ico at very normal rates, not knowing 
the conditions which prevailed therein, 
and before adjusting the losses took 
every precaution to ascertain that they 
were liable for the same. This may 
have caused a delay, but I am certain 
that the marine companies, whether 
new or old, if they were legally liable 
for any loss under the contract of ma- 
rine insurance, properly adjusted and 
paid for the same. No company will 
deny liability for any loss which is en- 
forcible in a court of law, and have the 
additional expense of legal fees and 
charges added thereto plus interest. 


What the Policy Covers 


Some merchants have a very peculiar 
idea as to what a marine insurance pol- 
icy covers. The ordinary marine insur- 
ance policy does not cover the risk of 
theft and pilferage. The risk of theft 
by pirates or sailing thieves is covered. 
The risk of theft and/or pilferage by 
unorganized banditry is not covered un- 
less specially provided for in the Policy 
of insurance and an additional premium 


over the regular marine rate paid there- 
for. The risk of theft and pilferage on 
shipments going to Mexico for the past 
five years has been enormous and a 
round rate of 15 per cent might have 
compensated the underwriters for the 
losses which they have been called upon 
to pay. 

Merchandise Long in Warehouses 

There are other incidents which enter 
into the insurance of merchandise des- 
tined to interior points in Mexico and 
which facts the merchants cannot com- 
prehend. It is not unusual for import- 
ers in Mexico, in order to save paying 
their duties, to keep the merchandise 
in bonded warehouse until they are 
ready to use the same. They are some- 
times in a warehouse from thirty to a 
hundred and sixty days before they are 
required and before the duty is paid. 
When they arrive at their destination, 
the contents are found to be short and, 
naturally, the merchant expects to be 
compensated for the loss, thinking that 
the warehouse clause covers him from 
the time the merchandise leaves the 
original point of shipment until finally 
delivered to the point of destination. 
This is not a fact. If goods are stopped 
in transit, either by the shipper or the 
consignee, the insurance is also stopped, 
and there is no coverage during the 
stoppage, as it would be unfair to have 
an underwriter accept a through risk 
to cover the risk of theft and pilferage 
or the fire risk in a warehouse especial- 
ly when he has not received any special 
compensation for this additional cover- 
age. If the assured notifies the company 
that the goods have been stopped in 
transit, he can receive the coverage re- 
quired by paying an adequate rate for 
the risk which the underwriter incurs. 
Then it is barely possible in the case 
under discussion that the policy or cer- 
tificate of insurance provides that in 
case of loss or damage the agent of 
company insuring the goods must cer- 
tify to the loss, or possibly a cor- 
respondent of the Board of Under- 
writers. of which the company insuring 
the goods is a member; or Lloyds’ ag- 
ents has to certify to the loss. 

In the “Ledger” article it is stated 
that Mexican notaries subscribed to the 
losses and I do not blame any company, 
American or otherwise; for declining to 
accept certificates of this character 
when their own representatives are in 
the vicinity to certify to the same. 


A Villa Incident 

Some time ago some Villa bandits 
looted a trainload of valuable merchan- 
dise destined to Mexico City. After tak- 
ing what merchandise they desired, they 
let the cars run wild, set them on fire, 
and contents not stolen were destroyed 
by fire or wreckage. Undoubtedly some 
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of these consignees put in a claim for 
loss by theft and pilferage or fire, col- 
lision and derailment, and these claims 
were promptly rejected and rightly so, 
unless the shippers had paid for and re- 
ceived the additional coverage of riot, 
civil commotion, ete., which was the 
cause of the loss. 

Naturally, the Mexican merchants in 
Mexico, not having the technique knowl- 
edge of what a marine insurance policy 
covers, would feel hurt when they were 
told they could not collect a loss of this 
kind, but because they think that they 
have not received just treatment from 
some American companies, this does 
not authorize the Philadelphia news- 
paper to slander the entire marine in- 
surance Management of the United 
States. 

It is a well-known fact that the mem- 
bers of the marine insurance underwrit- 
ing fraternity engaged in this profession 
prior to the war are high-grade and 
honorable men, who consider their pro- 
fession as one of honor and integrity. 
In the past millions of dollars in claims 
have been paid by marine underwriters 
to merchants for which they had no 
legal liability, but for which they 
thought, as a matter of equity, their 
clients were entitled to receive compen- 
sation for the same. They have settled 
losses often on this basis alone. 


Should Have Consulted Insurance Com- 
pany of North America 
Furthermore, if the publishers of the 
article in question, before giving vent to 
the vexed feelings of their informant, 
would have taken the trouble to ascer- 


tain from a company which has had over 
one hundred years’ experience in the 
marine insurance business and is lo- 
cated in their own city, they could have 
very readily ascertained that the state- 
ments published by them were not in 
accordance with the general practice 
prevailing with marine underwriters in 
reference to theft and pilferage claims. 
OBSERVER. 





VISITING THE WEST 


M. L. Heide, vice-president; Harold 
Knox, fire secretary, and A. Whelpley, 
manager of the automobile department 
of the Importers & Exporters, have been 
in Chicago during the past week closing 
up several important contracts in con- 
nection with the company’s representa- 
tion in the middle west. 





NORWEGIAN TO MOVE 


As soon as alterations are completed 
the Norwegian Marine and Transport 
Insurance Company will move into the 
second floor of 52 Beaver Street. 





J. W. Little, assistant manager of the 
Eastern Department of the Fireman’s 
Fund, is visiting the company’s agents 
in Eastern Canada and the Maritime 
Provinces, accompanied by Special Ag- 
ent J. E. Bourcy. 





A. W. Follansbee, Jr., marine secre- 
tary of the Fireman’s Fund Insurance 
Company, is taking a three weeks’ com- 
bined business and pleasure trip 
through the Pacific Northwest with 
Frank G. Taylor, the company’s ma- 
rine general agent for the Northwest. 





Walter Walsh, of the underwriting 
department of the Law, Union & Rock, 
is going with the New Zealand. 
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Discusses Competition 
On Hull Business 


MORE OF McGEE’S TESTIMONY 








Underwriter Says Foreign Insurance 
Companies Cut Rates to Break 
Down Market Here 





How marine insurance rates are ar- 
rived at, was one of the important 
phases of the recent hearing before the 
special sub-committee appointed by Con- 
gress to look into marine insurance 
matters. Chairman Lehlbach opening 
up the discussion of this subject put the 
following question to William H. Mc- 
Gee, of the firm of William H. McGee & 
Co., underwriters of New York, who was 
making a statement at the time: 

“Will you touch on the source of in- 
formation upon which rates are based, 
with respect to the American Bureau of 
Shipping and the Lloyds Agencies, look- 
ing to bringing a system of uniformity 
into practice?” To this question Mr. 
McGee answered: 

“The underwriter bases his rates pri- 
marily upon his experience with an own- 
ership, a trade and a route. When it 
comes to an individual vessel we must 
have some information as to the phys- 
ical character and condition of the ves- 
sel. Lloyds Register has made for it- 
self a very enviable reputation because 
its management is largely in the hands 
of underwriters, who dictate to a large 
extent the policy of the management, 
rates and the classification of the ves- 
sel. 

Lloyds Register the Standard 

“England has been the great ship- 
owning country, and Lloyds Register 
has classified all the great vessels. It 
has become the standard book the world 
over for British vessels, and as British 
vessels have formed a great predomi- 
nance over many others, it is quite nat- 
ural that everybody should turn first 
to Lloyds Register. 

“One thing that this country lacks, 
not only for building up of the marine 
insurance business, but for the building 
up of the merchant marine, and to put 
it on a proper basis, is the factor of a 
load line. British vessels all have a load 
line, below which it is unlawful for a 
vessel to be loaded. We have nothing 
of that kind in this country. 

“If you are dealing with hull insur- 
ance, an underwriter will base his rates 
upor the physical construction as shown 
in Lloyds Register, or by the American 
Bureau of Shipping, which is growing 
better and better all the time and be- 
coming more and more the standard of 
American underwriting. Then it shows 
the ownership, and the question of own- 
ership is a very important thing in mak- 
ing up an estimate of a ship. Mr. Mc- 
Gee described, in answer to the ques- 
tion, ow vessels: become described in 
Lloyds Register and in the American 
Bureau of Shipping. 

“Hull insurance is written by the 
year. Cargo insurance is generally 
written by the voyage, except on some 
coastwise routes where the voyage is 
run so quickly, it would be impractical.” 

Builders’ Risk 

Mr. Chindblom asked Mr. McGee how 
the builders’ risk insurance is usually 
carried. He asked: “Where is it 
Placed? Do you carry it? Do Amer- 
ican companies carry it?” 

Mr. McGee said that American com- 
panies carry the insurance when they 
get the chance, but that they did not 
carry as much of the business as they 
should. Brokers who handle that busi- 
ness will be very apt to send it to for- 
eign markets. There has been compara- 
tively little of it placed in the American 
Iarket. Asked if there were any par- 
ticular reason for that Mr. McGee 
answered: 

“None that I know of except that that 
class of business has been in the hands 
of a limited number of brokers who 
have apparently had British affiliations 
rather than American. Some of the 


American companies have refused to 
write that business because they did not 
want to take it for the rates they were 
offered for it.” With regard to pros- 
pects for improvement along that line, 
Mr. McGee declared: 

“During the past few years everything 
has been built for the Emergency Fleet 
Corporation and the Emergency Fleet 
Corporation has carried its own risk, 
and the market has not been tried out. 
I do not know today what the market 
would do.” 

Brokers’ Profits 

On the subject of brokers making a 
profit aside from commissions which 
would be properly or legally due them, 
Mr. McGee said: “There were quite a 
batch of cases of that kind in New York 
among those who were unfamiliar with 
the marine insurance business. There 
were a group of brokers who went out 
without any order from anybody, with- 
out any authority from anybody, to 
place insurance. The insurance was 
placed in their own name, or to whom 
it may concern, or in some fictitious 
name, and after they had cornered the 
market, they would go to the shipper of 
merchandise who had endeavored to in- 
sure it, and found he could not do so, 
and say: ‘{ can sell you some insur- 
ance.’ It is not a common practice to 
buy and sell insurance in that manner. 
It is only done by people who are igno- 
rant of the fundamental principles of 
marine insurance. The practice has 
been pretty well stopped now. Exposure 
settled the matter.” 

Stability of American Companies 

Speaking of:the stability of Americana 
companies now engaged in the writing 
of marine insurance Representative 
Chindblom suggested that there were 
some of them of the soap-bubble char- 
acter, to which Mr. McGee answered: 

“I should not be surprised to find that 
there are quite a great many bubbles. 
I believe there are a good many com- 
panies that have real money behind 
them, which ought not to be classed as 
bubbles, but the underwriting manage- 
ment of those companies is such that 
they cannot survive, because they are 
selling their insurance at less than it 
costs them.” 

Continuing Mr. McGee said: 

“Any American company that is 
formed under the laws of the State of 
New York, Massachusetts, Pennsyl- 
vania, California, and a number of other 
states, must be sound. If they meet the 
measure which the government of these 
states lay down, you have a perfectly 
good, sound company, one that cannot 
be questioned from any financial point 
of view. The difficulty arises in the 
management being inefficient and inex- 
perienced. The management is _ re- 
sponsible if the company afterwards be- 
comes involved.” 

Representative Edmonds suggested 
that a good many companies would 
withdraw from the marine insurance 
business if they were not successful, and 
go over to other lines of business, to 
which Mr. McGee answered: 

“Quite a few companies have lost a 
good deal of money. One feature that 
some of us have given some thought to 
is, that some of these American com- 
panies may have their ownership in 
some foreign nation, and that the under- 
writers of some foreign country will be 
operating American insurance com- 
panies.” 

Hull Insurance Cut Rates 


Asked if the rates on hull business 
had been cut to such a point by foreign 
companies as to make them unprofit- 
able, Mr. McGee said: 

“Yes; there is no doubt about that. 
The American marine insurance com- 
panies are badly handicapped by the 
very low rates at which the English 
market is writing business; and the 
English market is doing it deliberately, 
for the purpose of driving the American 
companies out, and with the idea of 
controlling the business again, as they 
once did, after the American companies 
are driven out. The London offices of a 
great many companies which are admit- 
ted to do business in the United States 
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are writing American business at lower 
rates than that company’s own branch 
office in New York will write them. 
There are some British companies ad- 
mitted to do business in the United 
States, who do not write their hull busi- 
ness here at all, but write it entirely in 
London.” 

Mr. Edmonds asked: “What can we 
do to stop that?” Mr. McGee answered: 
“I do not know.” 

Conditions Thirty-Five Years Ago 

Continuing Mr. McGee said: “One of 
the reasons for present-day conditions 
in the marine insurance business in this 
country is the fact that the American 
marine insurance companies were one 
by one driven out. In many cases it 
was due to dry rot, and in many cases 
it was due to absolute competition right 
in this market by foreign companies. 
When I first came into the marine in- 
surance business in New York, as a 
small boy gs 

“How long ago was that Mr. McGee?” 
asked Mr. Chindblom. 

“You press me hard,” answered Mr. 
McGee. “However, it was thirty-five 
years ago. When I first came into the 
marine insurance business, with the 
brokerage firm of Wreak & Chubb, in 
1881 there were twelve or thirteen New 
York companies transacting marine in- 
surance business. There were fifteen or 
twenty companies in Boston. There 
were three in Providence. Of the New 
York companies, but one is left, the At- 
lantic Mutual. Of the Boston companies, 
but one is left, the Boston Insurance 
Company. Of the three Providence 
companies, the only one left is the 
Providence-Washington. On the Pacific 
Coast there were eight or ten companies 
and they have all been driven out of 
husiness by these measures.” (There is 
one exception.) 

Mr. Chindblom continued: “While I 
am sorry to have pressed Mr. McGee, 
I think that this is very illuminating.” 

Mr. Fdmonds asked: “Has there ever 
been a time when the Lloyds people 
charged a higher rate for insurance on 
American hulls than they did on Eng- 
lish hulls?” to which Mr. McGee 
answered’ 

“Yes: when there was no market in 
America.” Continning Mr. McGee said 
of the hull situation: “One of the pro- 
voking evils of the hull business that 
New York underwriters, whether they 
be American or British, have suffered 
from, is the writing of American hulls by 
the foreign offices of companies admit- 
ted to do business in this country. We 
all of us know that the British com- 
panies which are transacting business 
in New York, are writing hull business 
at considerably cut rates for the pur- 
pose of breaking down the market here. 
One way in which that can be reached 
and prevented is to have the facts pre- 
sented to the Insurance Commissioner 
of the State of New York, for instance, 
who has power to revoke their license. 

“It is discriminating. The American 
owner who does this, is depriving the 
United States Government of the tax. 
The government gets no premium tax, 
no income tax, no excess profits tax. 
That is one reason why they get a lower 
rate in Europe.” 

Recording American Risks Placed Out- 
side of America 

Chairman Lehlbach asked if it would 
be feasible to compel the broker to re- 
cord somewhere, either with the Com- 
missioner of Insurance, or in some re- 
cording office or bureau, the insurance 
risks placed outside of the country? 
to which Mr. McGee replied 

“That is practicable. It is practic- 
able to make the broker pay that tax; 
but Mr. Broker, of course, will fight 
that; and Mr. Broker is generally very 
powerful, because his ship-owning 
friends come along and help him. The 
broker has what he thinks is a fair 
answer to that argument, or condition. 
He will say that if you do anything of 
that kind you are practically giving the 
American market, the insurance com- 
missioner, a monopoly of the business, 
and the tendency of a monopoly is to 

raise the rates; and the shipowner is 
powerless to help himself.” 


WITH FREIGHT BROKERS 


R. E. Carson Made Manager of Sea- 
board Corporation, Baltimore; To 
Have Insurance Department 


Richard E. Carson, for the past four 
years special agent for the Central Fire 
of Baltimore, has resigned that position 
to become manager of the Seaboard 
Corporation. freight forwarders and 
brokers of Baltimore, with offices in the 
Chamber of Commerce building. The 

jultimore Underwriter” says: 

“Mr. Carson was captain in the 117th 
Trench Mortar Battery, and was absent 
from his duties with the Central Fire for 
nearly two years, returning to his desk 
a few months ago. He was elected sec- 
retary of the Fire Prevention Society 
of Marvland, Delaware and District of 
Columbia, at its last annual meeting, 
and resigned that position upon his en- 
trance into the new field. 

“Dick Carson is popular amongst the 
fire insurance fraternity and expres- 
sions of regret have been heard upon 
his retirement from insurance. The 
Seaboard Corporation, however, will 
later on handle fire and marine insur- 
ance in connection with its forwarding 
business.” 

GUNN WITH NORTH BRITISH 

Charles B. Gunn has been appointed 
general agent in the automobile depart- 
ment of the North British, associated 
with General Agent Smith. Mr. Gunn 
was formerly with the Hartford and the 
Queen. He entered the army and since 
his return has been a broker in the 
Frank & DuBois office. 


CUNNINGHAMISMS 
The agent who sits in his office wait- 
ing for business to pick up is in danger 
of seeing it picked up by his competi- 
tors. 


A young man who changed his busi- 
ress connection quite often, being criti- 
cised for his frequent changes, said 
that it was the things he had engaged 
in that changed—‘“they required more 
hard work than I supposed.” 

Small minds have an astonishing 
power in resisting the entrance of 
helpful knowledge. 

While luck is looking for four-leaved 
clovers in his back yard pluck is out 
selling four kinds of insurance. 

Who makes too much or two little of 
himself has a false estimate of every- 
thing 

He surely is in want of another’s pa- 
tience who has none of his own. 

Wishes run over in loquacious impo- 
tence. Will presses on with laconic 
energy. 

Nature has made differences hetween 
men, we need not trouble ourselves to 
multiply them. 


CASUALTY | 


| 


\\ 
| 


MISSOURI LAW IMPERILED 

Many more than enough votes have 
been obtained in Missouri to force a 
referendum to prevent the compensation 
law from going into effect Nov. 1. 
There will be a fight over the manner 
in which the signatures were obtained. 
Some people signed the petition for the 
referendum believing that it was to pre- 
vént an increase in street railroad fare 
in Kansas City. 





New York State has half a million 
motor vehicles, 75 to 85 per cent. of 
which are insured by fire companies 
and a very much smaller number for 
the casualty lines. 





Secretary E. B. Anderson, of the Bur- 
glary Underwriters’ Association, is 
back from a vacation. 
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CASUALTY AND SURETY NEWS 





Unlimited Motor 
Policy Favored 


WOULD CUT OUT RE-INSURANCES 





Premium Not Much Higher; Misunder- 
standings With Broker Lessened; 
Larger Companies Like Idea 





A number of casualty companies 
favor the idea that unhimited \auto- 
mobile liability policies be issued. The 
companies most opposing this plan are 
those which find it difficult to write the 
higher limits without resorting to re- 
insurance. Some companies do not 


care for this re-insurance business and 
have declined to accept it, with the re- 
sult that the companies offering it have 
been embarrassed somewhat in this par- 
ticular. The broker is the one who 
suffers most by not selling his customer 
a policy in proper limits. If a customer 
shows willingness to take limits higher 
than the usual $5,000-$10,000, the broker 
may suggest 10 and 20 as being about 
right. Then, should the assured by 
some unfortunate circumstance have a 
judgment rendered against him for 
$30,000, he would naturally believe that 
the broker had erred or that the form 
is to blame. 

It must always be remembered that 
the assured generally knows little about 
his insurance and relies upon his agent 
or broker. The assured entertains cer- 
tain broad and general ideas regarding 
the protection he has bought. When a 
broker tells him in a casual way that 
an automobile liability policy protects 
him against all damage suits, the as- 
sured believes that “all” means all, and 
not part or some, or within certain lim- 
its, ete., etc. It is expected that a pol- 
icy in considerably higher limits can be 
sold at a slight increase in rate. It 
would be the duty of the broker always 
to see that his customer were not pay- 
ing for a limit much higher than the 
amount of any judgment that he could 
be made to pay. Under the present rate 
schedule it is possible to get double 
the usual limits for a premium increase 
of 20 per cent. From there up the rate 
of premium increase diminishes rapidly 
us the limits increase, it being found 
that in but few instances are the high- 
est limits reached in giving judgments. 
There are, however, a considerable nutrn- 
ber of judgments rendered well in ex- 
cess of the usual limits, that is $25,000, 
$35,000 and $45,000, where only 5-10, 
10-10 or 10-20 limits were carried, by 
men who were financially responsible 
to the extent of any amount up to say 
$50,000. 





Congress to Get Bill 

Representative McKiniry, of New 
York, will introduce in Congress a bill 
to create within the Department of Jus- 
tice a bureau of registration for all 
automobile licenses issued in the sev- 
eral states, this bureau to be aclearing 
house for information regarding auto- 
mobile thefts. The history of each car 
and its license number as it changes 
from owner to owner will be recorded, 
and those who purchase cars will be ex- 
pected to see that valid title of owner- 
ship is also furnished. Frank Olliver, 
chief clerk of the Magistrates Court, 
says that the,Westchester Fire and the 
Great American favor the plan and that 
the Fidelity & Casualty favors “some” 
plan along this line. The Maryland 
Casualty signified its intention to give 
special consideration to the subject. 





GENERAL ACCIDENT IN BROOKLYN 
The General Accident has planted a 


general agency in Brooklyn and Long 
Island, with Mitchell & Brady, 


Machinery Insurance 
Reduced to System 


STANDARD POLICY FORM MADE 





Fly-wheel to Be Written as Adjunct 
of This Broader Cover; Ready 
September 1 





By reversing the present method of 
writing fly-wheel and machinery break- 
age insurance a much broader field for 
these forms is being developed. It is 
planned to make new rates and forms 
effective September 1. 

Heretofore the fly-wheel policy has 
been extended to cover other parts of 
the power plant by means of endorse- 
ments covering the engine. Now it is 
proposed to turn the proposition about 
and insure the engine, with an exten- 
sion of cover to the fly-wheel. It is likely 
that under this plan the rate for the 
fly-wheel cover will be somewhat lower 
and because of the much broader appli- 
cation of the cover on the engine, the 
rate for that portion of the risk will be 

iuch larger than the old fly-wheel rate. 

Written in New England 

This machinery breakage insurance 
has been written to some extent in New 
England by the Royal Indemnity and 
the Aetna, on typewritten forms, there 
being no standard form. This insurance 
has also been written in Canada by the 
Canadian casualty organization of the 
Hartford. 

A “Steam Boiler and Engine Manual” 
has been prepared for use after Septem- 
ber 1. The first table of rates consists 
of “location charges.” There are four 
districts, the premium advancing ac- 
cording to the accessibility of the risk 
for periodical inspection. The unit per 
accident column runs from $1,000 to 
$150,000. As an illustration, a 50,000 
limit is carried for $55.25 in District No. 
1 and $70.25 in No. 4. 

Rates for steam engines are listed in 
a “Cylinder Rate Table,” showing the 
cylinder diameter; rate for largest 
steam cylinder; rate for each additional 
steam, air, ammonia or water cylinder; 
reduction per month per engine for part 
time or suspension. For an engine with 
cylinder diameter 20 inches, the rate is 
$126.80, with $23.60 for each additional 
cylinder (as enumerated above) and 
$2.54 reduction per month (as stated 
above). 

A cylinder rate table is being pre- 
pared for internal combustion engines. 
Rates For Wheels 
The wheel rate table is not completed 
and is subject to revision, but as an il- 
lustration, the $50,000 accident limit 
factor is: for property only $3; prop- 


erty and public $3.01; property and 
employes $3.02; property, public and 
employes $3.03; reduction per month 


for part time or suspension $0.06. To 
obtain the rate for each wheel multiply 
its diameter, in feet, by the factor for 
the desired cover and amount of insur- 
ance. 
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A wheelless rate table is also being 
prepared on the same plan as the wheel 
rate table, the factor being half less. 

Steam turbines are also rated. 

The Manual tells how to compute the 
three-year advance premium for each 
direct damage policy covering engines, 
wheels and turbines. 

The factors for insurance against loss 
resulting from personal injuries con- 
template a personal injury limit of 
$5,000 for each person, except where the 
limit per accident is less than $5,000. 
Provision is made for additions. 

The standard policy will specifically 
exempt liability for accidents caused by 
fire. If desired this exemption can be 
removed from the policy to the extent 
that insurance is provided against the 
assured’s liability to third persons and 
against such liability only, from a 
breakdown or explosion caused by the 
burning of the structure. 

Deductible Liability 

The standard policy affords insurance 
against loss up to a stipulated limit per 
accident. Policies may be written in 
hich the insurance applies only on the 
part of the loss that is in excess of a 
specified amount which the assured as- 
sumes and which is deducted from each 
loss. 

An engine, as referred to in the Man- 
ual, is a machine which converts the 
energy of supplied steam, gas, oil or air 
into mechanical power by means of re- 
ciprocating motion of a piston in a cyl- 
inder and is limited to the engine 
proper, together with its main crank 
shaft up to and including its couplings 
nearest the engine and the wheels that 
are mounted on the said shaft, but ex 
cluding its supply pipe, its exhaust pipe 
and all mechanism or appliances con 
nected to the engine by pipes or driven 
by the said shaft or wheels and exclud 
ing any electrical machinery. 

Water wheels can also be written and 
special wheels and devices in rolling 
mills, electrical machinery and shafts. 
Grind stones and emery wheels are not 
to be covered. 

Use and occupancy is written by en- 
dorsement; also consequential loss. 


KENTUCKY GENERAL AGENTS 

Carpenter & Dudley, Louisville, has 
been appointed general agent in Ken- 
tucky for the New Amsterdam Casualty. 





sion paid. 








General Building 

















iiesidence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence 
Theft Policy. Regular rate of brokerage commis- 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


Something New 


PHILADELPHIA 








New York State Fund 
Will Get An Airing 


EXAMINATION 





BY ACTUARY 
Part of Governor Smith’s Plan to 
Investigate; Public Hearings 
Likely; Some Prophecies 
When, in June of this year, Jeremiah 
F. Connor investigated the New York 
State Industrial Commission the 
State Fund, one of the statements in his 
that the Fund 
organized properly 


and 


report was not since 


was has it been 


audited by an outside 
He 
such an examination and Governor 
Smith has now placed that work in 
charge of Miles M. Dawson, consulting 
actuary. 

The motives behind Governor Smith’s 
investigation of the Fund are still re- 
garded in insurance circles as largely 
political, At the same time it is 
thought that the situation respecting 
employment of doctors, especially in 
New York City, will bear close scrutiny. 
There has been much complaint in com- 
pany offices regarding it. 

The Fund is not subject to the pro- 
visions of the insurance law except with 


actuary 
recommended 


or ac- 


countant. therefore 


respect to the character of its invest- 
ments and the filing of reports. Under 
the law the superintendent of insur- 
ance may examine the Fund at any 
time. Such an examination was made 
in 1917 The Fund was organized in 
1914. Until June, 1915, the affairs of 
the Fund were administered by the 
State Workmen's Compensation Com- 
mission. In 1915 the legislature abol 


ished that commission and created the 
State Industrial Commission to admin- 
ister the affairs of the Fund. 
Previous Examination 
At the time of this examination, in 
1917, it was found that no actual audits 
of payrolls had been made. The reason 
given was that the clerical force was 
insufficient. The recommendations 
made by the examiners were: 


That payrolls be audited semi-annu- 
ally. 

That a monthly reconciliation be 
made between the books of the Fund 


and those of the cashier. 

That drafts upon the state treasurer 
as custodian of the Fund be not issued 
until approved by the manager of the 


Fund. 

That all monies of the Fund be de- 
posited in bank in the name of the 
state treasurer as custodian. 


That the Fund be required to effect a 
reconciliation between the individual 
ledger accounts and its general ledger 
premium account at least monthly. 

That the office staff be augmented as 
may be found necessary. 

J. F. Connor’s Findings 

When J. F. Connor investigated the 

Fund last June he reported that the 





THE EASTERN 


UNDERWRITER 





August 15, 1919 





Fund was then solvent but that it was 
lax in collecting premiums. 

That the clerical force was not effi- 
cient. 

That discrimination was practiced in 
favor of special groups. 

That the transactions with G. W. 
Wynkoop are wrong from every view- 
point and that this service should be 
performed by the Fund itself. , 

That there is unreasonable delay in 
paying claims. 

That the Fund seeks to get work for 
favored doctors to the neglect of other 
work for claimants. 

P. T. Sherman’s Views 


Speaking of the Fund P. Tecumseh 
Sherman pointed out in 1916: 

“The purpose of the notorious Mur- 
taugh-Jackson bill, introduced in the 
legislature of 1913, was to subject in- 
dustries to unlimited assessments in 
the unbridled discretion of a small co- 
terie of politicians to maintain a fund 
to be dispensed by the latter with sim- 
ilar freedom. Fortunately that scheme 
was defeated. But the State Fund un- 
der the existing act is a plank saved 
from the wreckage of the Murtaugh- 
Jackson bill. Much that is reasonable 
may be said in favor of a state-managed 
insurance fund to compete on equal 
terms with other methods of insurance. 
But where, as in New York, a fund is 
publicly subsidized, exempted from all 
disinterested supervision and from the 
general regulations essential to main- 
tain sound insurance, and otherwise 
favored at the peril of the workmen 
and at the expense of its competitors— 
the latter being taxed to. contribute in- 
directly to the resources of their rival 
to the end that their own ruin may 
come the more quickly-——the evident pur- 
pose is to drive out competing private 
insurance. Once private insurance be 
destroyed approximately all employers 
would have to resort to the State Fund 
and the purpose of the Murtaugh-Jack- 
son bill would be attained. In other 
words, the unbridled political mulcting 
of industry, which was the immediate 
purpose of the Murtaugh-Jackson bill, is 
the ultimate purpose of the favors now 
accorded the State Fund, and those 
employers who accept such favors are 
in effect accepting bribes to assist in 
that purpose. 

Minority Class Favored 

“Such employers ‘may seek to excuse 
themselves by the claim that the state 
ought to pay part of the expense of 
compensation insurance, because such 
insurance is for a social purpose. This 


_ idea appeals at first impression to in- 


dustrial employes who fail to perceive 
that if others should be taxed for the 
cost of such social duties of theirs, then 
they in return should be taxed for the 
cost of the like social duties of others, 
with no principles but simply voting 
power to limit the cost or determine its 
distribution. And the theory of the 
compensation law is that compensation 
is, not a social obligation to be met by 
taxation, but, a liability of each employ- 
er for the losses caused or occasioned 
by his enterprise, to be paid by that 
enterprise. But it is useless. to dwell 
upon abstractions. It should be sufti- 
cient to point out that if the State Fund 
grows, if it does grow, the taxpayers 
will certainly rebel—at the increasing 
cost of the subsidy—and that in all 
luman probability the subsidy (which 
is a favor to a minority class with few 


votes) will be withdrawn altogether or 
reduced to a trifle just as soon as the 
political motive for it ceases, which 
motive, as has already been pointed out, 
is the desire to bring about a political 
monopoly. 

“That public service is inferior to 
private service both in quality and con- 
venience is a truism, subject to only a 
few qualifications and exceptions. That 
the service to its insured of the State 
Fund is not and will not be one of the 
rare exceptions to the general rule may 
be safely left to the test of experience. 

“The principal lines of service to the 
policyholders to be compared for the 
purposes of such a test are: 

“Accessibility to customers and readi- 
ness to assist the assured in matters 
incidental to the insurance. 

“Assistance in the preparation, etc., 
of the necessary papers, records, etc. 

“Promptness, convenience and qual- 
ity of tue medical service. 

“Promptness and convenience in the 
adjustment and payment of valid claims 
and the avoidance of unnecessary 
breaks in the normal relations of the 
insured with their employes when in- 
jured.” 








| WILLIAM STREET | 











How Liberality Paid 

Sometimes a seemingly trivial affair 
will attract a broker to place business 
in an office. While a broker was in a 
William Street casualty office he tore 
his clothes slightly upon an obstruction. 
It was a small tear but the manager 
heard about it and at once got in touch 
with the broker to assure him that the 
office wished to make good the dam- 
age. Without knowing just how much 
damage had been done the manager told 
the broker he should get a new suit 
und send the pill. The broker said he 
believed the suit could be mended but 
the manager insisted that he was will- 
ing to pay for a new suit if the broker 
wished. Nothing more was heard of the 
case but one day the broker came into 
the office to meet the manager. He 
said that he had the suit repaired and 
that the tear was of no consequence in 
such an old suit, ete., etc. Then he 


‘said: “I’ve never placed any business 


here but it occurred to me that if you 
run this office entirely on the principle 
of liberality and fairness as shown by 
this suit incident, I believe I’d like to 
have an account here.” He has since 
been a regular patron of that office. 


* * ” 


Cannot See Benefit 


Automobile casualty men do not take 
much stock in the assertion that pro- 
hibition will materially diminish the 
loss ratio. It is too soon, anyway, they 
say, to draw any conclusions of value. 
Most of the fellows who have high- 
power cars and who drive fast, have 
plenty of liquor on hand, or their 
friends have. Besides, anybody who has 
the price can buy it. The old roadhouse 
evils may diminish perceptibly but 
otherwise underwriters do not appear 
enthusiastic with regard to any possible 
material reduction in losses ascribable 
primarily to a reduction in the consump- 
tion of hard liquor. 








C. A. CRAIG, President W. R. WILLS, Vice-Pres. C.R. CLEMENTS, Sec. & Treas. 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 
Industrial, Life, Health and Accident Insurance 


in ONE Policy 








What Compensation 
Council Would Do 


DRAFT OF NEW CONSTITUTION 


Objects Outlined; Non-Schedule Z 
States Present Problem; Direct 
Reporting Subject to Change 


Objects of the National Council on 
Workmen’s Compensation Insurance as 
set forth on behalf of the committee on 
constitution by Chairman Leon 58. 
Senior are: 

“To cooperate with rating organiza- 
tions and public officials in all states in 
the determination of equitable premium 
rates for workmen’s compensation in- 
surance, and to promote a true public 
understanding concerning the estab- 
lishment of such rates. To this end the 
Council shall: 

1. Collect and compile experience 
for ratemaking purposes. 

2. Establish classifications for rate- 
making, and rules and procedure gov- 
erning their application. 

3. Establish basic pure premiums 
and formulate fundamental general 
principles applicable to all states for 
translating such pure premiums into 
rates. 

4. Establish rating plans for the 
purpose of modifying manual rates on 
individual risks. 

5. Assist its members in deciding 
questions concerning manual rates, 
rules, classifications and rating plans. 

6. Encourage and assist in the or- 
ganization of non-partisan bureaus 
for rate regulation for states where 
the laws require or permit the orga- 
nization of such bureaus. 

_., Non-Schedule States Troublesome 

The committee experienced but little diffi- 
culty in formulating the procedure to be fol- 
lowed by the Council in its relations with bu- 
reaus in so-called “Schedule Z states,’’ where 
the supervision of rates and their application 
to individual risks is on a firm legal founda- 
tion. The problem of rate regulation in “‘non- 
schedule Z states,” however, has caused much 
discussion, and the proposed solution is ex- 
pressed generally, if somewhat faintly, in sub- 
division 6 of Article II, No. 6, objects of Coun- 
cil, shown above. 

Appreciating the great need and realizing 
the possibilities for creating an orderly rating 
system in states now under the feeble jurisdic- 
tion of Een bureaus, the committee pro- 
poses a further study of the problem and sub- 


mits for your attention the following resolu- 
tion: ’ 

WHEREAS, it is the opinion of this com- 
mittee that the interests of the public and 
and of all insurance carriers are best pro- 
moted when the rates for workmen’s com- 
papas insurance states are on an equitable 
asis, the committee recommends to the coun- 
cil in general meeting that it appoint a bal- 
anced committee of insurance carriers with 
instructions to develop a plan whereby all 
carriers can participate in some plan of rate 
promulgation and supervision in states in 
which there is now no state regulation of 
rates, and report such plan to the governing 
committee of the Council as soon as possible 
after organization of the Council. 


General Meeting Called 

A general meeting of carriers, rating 
organizations and state departments 
will be held September 4, 10 A. M., at 
the Hotel Pennsylvania, New York, to 
receive and act upon the report of the 
committee; adopt, ratify and subscribe 
to the constitution; nominate and elect 
a governing committee and to effect or- 
ganization. 

The report of the committee on con- 
stitution says in part: 

The members of the committee are agreed— 
unanimously—on the scope and iunctions of the 
proposed Council, its form of organization and 
the general methods of operation. : 

The constitution provides for a governing 
committee elected by insurance carriers with 
jurisdiction over finances and power to elect 
a general manager and supervise his activities. 
It provides for three technical committees deal- 
ing with rate problems and appointed by the 
managers of bureaus affiliated with the Coun- 
cil. Wide authority and large responsibility 
—under proper safeguards—is given to the gen- 
eral manager, upon whose creative ability the 
success of the new venture will largely de- 
pend.” 

Excerpts from the committee draft of 


the proposed constitution follow: 
Membership 

Boards and bureaus affiliated with 
the present National Council and any 
other compensation bureau, shall be en- 
titled to equal membership in the Coun- 
cil. 

Note. A proposed amendment would 
include any other “non-partisan” bureau 
having jurisdiction. 

The following committees shall be 
elected: Governing Committee, com- 
posed of six carriers, participating and 
non-participating. The governing com- 
mittee shall appoint a general manager 
and fix his salary. 

Note. A proposed amendment pro- 
vides that such appointment shall be 
made only with the unanimous assent 
of all members of the Committee. 

Committee of Managers 

The general manager of the Council 
and the manager of each affiliated board 
and bureau shall be members of this 
committee. The committee shall elect 
its own chairman and members to serve 
on the general rating committee, the 
actuarial committee and the engineer- 
ing committee, and designate the chair- 
men of such committees and assist the 
Council in an advisory capacity. 

Powers of Committees 

The general rating committee, the ac- 
tuarial committee and the engineering 
committee shall be composed of three 
participating and three non-participat- 
ing carriers. 

The actuarial committee shall have 
authority to act on all proposals for 
amendments in the experience rating 
system. 

The engineering committee shall have 
authority to act upon all proposals for 
amendments in the schedule rating sys- 
tem. 

Members of the general rating, actu- 
arial and engineering committees shall 

(Continued on page 23) 








The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. | 


SEMI-ANNUAL STATEMENT JUNE 3, 1919 
PL: i ritueissbopueebeseieiccevesecusscy 
Ses error 
GRENIER a a SENERS aS ea ae Seen ee 
Surplus over all liabilities............. 
Losses paid to June 30, 1919.,........ 


The Company’s Lines: Fidelity, Surety, Accident, Health, Disability, Burglary, Rob- 
bery. Larceny, Theft, Plate Glass, Druggists’ Liability, Owners’ and Tenants’ Lia- 
bility, Employers’ Liability, Public Liability, Steam Boiler, Fly Wheel, Workmen's 
Compensation, Automobile, (Liability, Property Damage and Collision), Physicians’ 


Liability, Teams’ Liability, 


lavesedevereersvovcceeeereneens $18,060,538.72 
Pr ee 14,718,231.84 





«+» 1,000, 
-+ 2,342,306.88 
. 68,667,495.03 
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BOSTON 
Paid-In Capital $1,500,000 





DEVELOPING 
i Fidelity and Surety Bonds, Liability Workmen’s 
<7 Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 








ae 
































August 15, 1919 


THE EASTERN 


UNDERWRITER 


23 





CASUALTY AND SURETY POINTERS 





Every now and_ then 

Reading somebody suggests that 

Ad.Column agents read help wanted 
Helpful ads. to get leads for new 

business. Sometimes this 

is successful. In fact advertisements 


of all kinds suggest some action that 
somebody is going to take and it is 
when men or corporations are active 
that they need insurance. Action sug- 
gests hazard or production or utiliza- 
tion of values and there are so many 
kinds of insurance that there is hardly 
anything a human being may undertake 
that does not suggest the need for pro- 
tection in some form. The Montreal of- 
fice of the United States Fidelity & 
Guaranty had this experience: 

The assistant manager noticed the 
following advertisement in the Montreal 
Gazette: 


“SALESMAN WANTED 


“Large manufacturing company, with 
factory in Ontario and head office in 
Montreal, has splendid opening for high 
class salesman possessing a clean rec- 
ord, speaking both French and English. 
300d opportunity for the right man. 
Apply by letter, stating age, nationality, 
married or single, and if can furnish 
bond. Address Assistant General Man- 
ager, P. O. Box 2910, Montreal, Quebec.” 

Using the key number, the manager 
immediately wrote the following note 
to the advertiser: 

“We note your advertisement in this 
morning’s Gazette for a salesman, and 
your requirement that the applicant 
must be able to furnish a fidelity bond. 

“As such a requirement undoubtedly 
indicates that all your staff are under 
bond. it has occurred to us that you 
might be interested to inquire if you are 
now receiving the best bond from your 
present guarantee company. 

“The addition of a salesman might 
reduce the rate of your fidelity sched- 
ule, and, if your present bonds have 
been in effect for more than 12 months, 
we are confident that you can obtain 
a better bond at no greater cost. 

“T would be pleased to show you the 
latest form of bond on the market, ex- 
plain the cost and go over your entire 
bond situation without any obligations 
on your part.” 

In answer to this letter was received 
the following communication, signed by 
the assistant general manager of a 
large corporation of Montreal: 

“We have your letter, and note that 
you believe you can furnish us with 
better form of fidelity bond than we 
probably have in force. The writer 
will be pleased to discuss this matter 
with you. If I am not in the office, 
please see Mr. - - 

As a result of this correspondence, 
the Montreal office is confident of writ- 
ing the schedule of $100,000. This close 
scrutiny of newspapers for surety leads 
has personally proved a valuable aid 
in the solicitation of business by pro- 
viding an inside track, in the knowl- 
edge that a certain assured could use, 
or might need, some of the various in- 
surance lines. 











What Compensation 
Council Will Do 


(Continued from page 22) 
be elected by a majority vote of the 
committee of managers present at any 
duly called meeting. Such election, 
however, shall be subject to the ap- 
proval of the governing committee. 
State Departments having supervision 
shall be invited to preside, through 
designated representatives at all meet- 
ings of the general rating, actuarial and 
engineering committees. 
General Manager 

The general manager shall be a mem- 
ber ex-officio of all committees. He 
shall furnish experience upon request 
to any subscribing board or bureau and 


One of the things done for 


Service policyholders for nothing 
That Costs’ by a well organized steam 
Nothing boiler department is anal- 


ysis of water. Formerly 
manufacturers paid little attention to 
their boiler feed water but used any 
water they could get, without treat- 
ment; and ran the boilers till they 
choked up or corroded through. Times 
have changed; repairs are very costly 
today; competition is keen and a crip- 
pling of the boilers means lost time 
and orders; also explosions run up 
heavy liability suits which eat into 
profits. Today, if a policyholder in the 
Travelers, Hartford, thinks his boilers 
are not giving the satisfaction they 
should, he ships a gallon of the feed 
water to the Home Office. Here it is 
carefully analyzed; the percentage of 
impurities is determined; and the right 
correctives are recommended. This 
service costs the policyholder nothing. 
But it has saved American manufac- 
turers many thousands of dollars. 








to any state department having jurisdic- 
tion, as may be prescribed by the actu- 
arial committee. 

Experience Reported Direct 

Each subscriber shall require its mem- 
bers to submit upon call their statistical 
experience direct to the Council as pre- 
scribed by the actuarial committee. 

Note. It has been proposed to amend 
this paragraph to read: 

“Each subscribing board or bureau 
shall submit upon call the statistical ex- 
perience of its members in such detail 
and form as may be prescribed by the 
actuarial committee, and insofar as 
practicable shall co-operate with the 
Council in securing the direct transmis- 
sion of such experience to the Council 
from individual carriers.” 

No subscribing board or bureau shall 
put into effect any proposal until after 
the same shall have been referred to 
the Council and a reasonable time al- 
lowed for consideration. 

What Constitutes Quorum 

At any anfiual or special meeting of 
the Council fourteen carriers entitled to 
vote shall constitute a quorum, and the 
election of the governing committee 
shall be by a majority vote of carriers 
present and voting. 

Note. It is proposed to amend as 
follows: 

“A majority of carriers entitled to 
vote shall constitute a quorum.” 


Meetings of Committees 


Each carrier appointed to serve on 
committees shall file with the general 
manager the name of its representatives 
and also the name of an alternate. In- 
vitations to attend all meetings of com- 
mittees shall be extended to state de- 
partments, and hearings may be granted 
to other interested parties. 


Voting Power 


A majority, but not less than four 
affirmative votes in the Governing Com- 
mittee shall be necessary for the elec- 
tion of a general manager. On all 
other matters in the governing com- 
mittee, the general manager shall have 
the power to cast the deciding vote in 
case of a tie. 

Note. Proposal to amend is: 

“At all committee meetings a major- 
ity of voting members shall constitute 
a quorum. In case of a tie vote in the 
Governing Committee the general man- 
ager shall cast the deciding vote.” 

Withdrawals 

A board or bureau may withdraw 
from membership by giving not less 
than ninety days’ notice in writing to the 
general manager prior to the effective 
date of withdrawal, but shall continue 
liable for its share of the expenses 
which have accrued or thereafter may 
be determined to have accrued prior to 
the effective date of such withdrawal. 








W. E. SMALL, President 


PETER EPES, Agency Manager 


E. P. AMERINE, Sec'y 


Georgia Casualty Company 





“DIXIE AUTO POLICY” 








The Last Word In Motor Insurance 








Surplus and Reserves to Policyholders Over Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 




















HOME OFFICE, 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


47 CEDAR STREET 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


Robert A. Drysdale, Vice-Pres. 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Se. 


RELIABLE AND ENERGETIC AGENTS WANTED 














HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 


Liability, Accident 
Burglary,Boiler and 
Credit Insurance 


THE SIGN OF GOOD CASUALTY INSURANCE 





Estabiisned 


London Guarantee & Accident Co., Ltd. 





“fl 
F. J. WALTERS 


Resident Manager 
JOHN STREET 
New York 


Elmer A. Lord &Co. 
145 Milk St., Boston 


Resident Managers 
New England 
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COLLISION. ACCIDENT 










aevier Charles R. Culyer & Co., Resident Managers, 428 Walnut St., Phila, Pa 
Srarncr Geo. S. Dippold, Genl. Agt.. 1107 Peoples Bldg., Pittsburgh, Pa 
[AP incenizy W. F. Murphy & Co., Res. Mars., Essex Bldg., Newark, N. J. 
J. Ramsay Barry Co., General Agents, 10 South St., Baltimore, Md. 
General Insurance Agency Co., Gen. Ags., Equitable BL, Washington, D.C. 


Capital $500,000.00—Surplus to Policyholders, $669,496.00 
0. F. ROBERTS, Vice-President and Gen. Mer. 


CHICAGO BONDING AnD INSURANCE COMPANY 


WRITES the following lines of INSURANCE 


FIDELITY AND SURETY, PLATE GLASS, BURGLARY, GENERAL 
LIABILITY, AUTOMOBILE LIABILITY, PROPERTY DAMAGE AND 


AND HEALTH, MONTHLY PAYMENT 





HOME OFFICE: CHICAGO, ILLINOIS 











Service Contracts 
of of 
Quality Superiority 
to to 
Policy Holders Representatives 


NATIONAI 


ASUALTY 





THE NATIONAL 
of DETROIT 


Eastern Dept. Pacific Bldg. 
100 William St. San Francisco 
New York Western Dept. 


Northwestern Dept. 
Palace Bidg. 
Minneapolis 











Still Considering Casualty 

Curiosity regarding the possible entry 
of the Phoenix Assurance into the cas- 
ualty business has been temporarily 
satisfied in an announcement by an 
official of the company that the sub- 
ject is still under advisement and 
awaits the arrival in this country of 
another Home Office man. 





American 
Surety 


Company 
of New York 


100 BROADWAY 


Fidelity and 
Surety Bonds 


Burglary Insurance 














A dis tinct upward trend in factory 
employment was shown in New York 
State in July. 
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The Washington Marine Insurance Co. 


OF NEW YORK 
47-51 Beaver Street, New York City 








Announces the opening of its 


AUTOMOBILE DEPARTMENT 


under the management of 


MR. A. E. WHITE 








FIRE THEFT 
PROPERTY DAMAGE 


COLLISION 











| Coverage under liberal policy forms. Efficient aid to Agents and Brokers. 








Prompt adjustment Service. 



































| Some of the Innovations Introduced by the EQUITABLE 
During Its | 


Sixty Years of 


Shortening, Simplifying and Liberalizing the Policy 
Contract 





Immediate Payment of Death Claims 





Incontestability after first policy year 





Group Insurance for Employees 





A Corporate Policy to Protect Business Interests 





A Convertible Policy Adaptable to Altered 
Circumstances 


Public Service 


Free Health Examinations for Policyholders 





A Home Purchase Policy 





A Refund Annuity guaranteeing return of Entire 
Principal 





An Income Bond to Provide for old age 





New and Improved forms of Accident and Health 
Policies, thus completing the circle of protection 
against the hazards of Life, Accident, and Disease 


THE EQUITABLE LIFE ASSURANCE SOCIETY of the UNITED STATES 


W. A. DAY, President 


| 120 BROADWAY_~ .- 





- - NEW YORK 





